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MILLERS FALLS 
TOOLS 


ruse 


an order of 


NO. 124 


; for MC CURACY wise 
MILLERS FALLS LEVELS 


This display will send many a customer 
out of your store with a Millers Falls 
level under his arm. It is made of wood 
and metal attractively colored and 
stands 18 inches high, Equally well 
fitted for window or count 


Fur- 


vels 





TWO NEW LEVELS 
FOR CARPENTERS 


These two new carpenters levels are being 
offered to complete our carpenters line of 
levels. They have the same high quality as 
our other numbers and are moderately 


priced. 


No. 124 Plain, 24-26-28-30" 
two plumbs, two levels. 
No. 224 Brass bound, 24-26-28-30” 
two plumbs, two levels. 


Both are white pine, thoroughly dried, with 
a beautiful red finish. All plumbs in levels 
have protected glasses. 

Our level line now consists of five 
numbers of carpenters levels and seven 
numbers of masons levels in pine, mahog- 
any and aluminum. They are good looking 
levels. They are accurate. They are fully 
guaranteed by Millers Falls Co. Hardware 
customers will find pleasure in offering this 
fine new line of ours which will sell as 
readily as other Millers Falls products. 


MILLERS FALLS CO. 
MILLERS FALLS, MASS. 


NEW YORK -: 28 WARREN STREET 
CHICAGO - 9 SOUTH CLINTON STREET 











PIECES OF CHARM 
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THE NEWEST INNOVATION IN 


-1347 ROGERS BROS: 


SILVERPLATE 


IECES OF CHARM .. . an 
Pp alluring name for an allur- 
ing presentation of those many 
pieces of fine tableware that 
are commonly and erroneously 
classed as luxuries in the aver- 
age American home, yet which 
are absolutely indispensable to 
any table that is to be im- 
peccably and charmingly set. 
Pieces oF CuarmM will have an 
instant appeal to every house- 
wife for the beautifying of her 
own table. 


More important still, Preces oF 
Cuaro Offer a new and irresist- 
ible appeal to the gift buyers 
of the country . . . a refined 
and artistic offering of table- 
ware that suggests gift-making 


in its very name and packaging 


.a truly lovely presentation 
of 1847 Rocers Bros. Silver- 
plate that will make Pieces oF 


Cuarm the synonym for the 


gift occasions that fall within 
the year . . . the weddings, the 
birthdays, the anniversaries 
and Christmas . . . a complete 
line of gift silverware for you 
to feature proudly and sell 
profitably. 


Feature Pieces or CuHarm and 
it will bring you your full 
share of the gift business. 
Write Sales Promotion Depart- 
ment, International Silver 
Company, Meriden, Conn., for 
window display and counter 
display material, and advertise- 


ments for your local papers. 


‘1847 ROGERS BROS: 


Mars NT ERNATIONAL SILVER CO Bigg ® 


. SILVERPLAT E OQ 


» 


SALESROOMS: NEW YORK, CHICAGO, SAN FRANCISCO 
CANADA: INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONTARIO 
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SUPERSTEEL 













Send for our cat- 
alogue of V & B 
Tools. It in- 
cludes: 


Axes 

Bits 
Braces 
Chisels 
Hammers 
Hooks 
Nail Sets 
Nippers 
Pincers 
Planes 
Pullers 
Punches 
Rivet Sets 
Serapers 
Scutches 
Star Drills 
Tongs 
Ete., Etc. 






All 
Vaughan 
Hammers 
are Drop 
Forged 
Steel 












Two “Aces” 
of 
Hammerdom 


Each the head of its class, and both so attractive 
and shipshape that they almost sell themselves, on 
sight. 

Vaughan “‘Supersteel” with drop forged “‘supersteel”’ 
head and seasoned second growth hickory handle. The 
hammer for everybody and his wife. Belongs in every 
household tool drawer, and motorists’ kit. Farmers find 
it just what they want. Your neighboring factories and 
storekeepers need it for unpacking boxes and crates, and for 
boxing goods. 

Everybody who wants a corking good hammer and isn’t 
willing to pay for a Vaughan Vanadium hammer is a candi- 
date for this Supersteel medium-priced “Ace of Hammerdom.” 


























Vaughan’s Vanadium—The “Ace-of-Aces” of Hammerdom 


Emphatically the best hammer any amount of money can buy. A 
tool for skilled carpenters and woodworkers. So beautiful it should be 
displayed among your Christmas Gift Offerings, for no gift will so 
greatly thrill and thoroughly satisfy the true lover of good tools. 


Head is forged from a solid bar of special-analysis Vanadium alloy tool 
steel, and heat-treated in our own plant by a process which gives it a 
strength and toughness never before achieved in any hammer. 


Long, slender claws, resist tremendous pulling stress. 
Tapered neck and handle not only add grace to its outlines, but give the 


whole hammer a flexibility that takes away all jar from the hand. 
Patented Expansion Wedge — Holds 
head to handle “for keeps.” Under- 
writers Report states that this wedge adds 
900 Ibs. to its pulling resistance. Only ham- 
mer on the market bearing the Underwriters 
Label. 
Make a Window Display 


of these Hammers. Combine them with V & B UNBREAKABLE Forged Steel Planes, 
Supersteel Hatchets, Vanadium Lathing Hatchets, and other Vaughan Tools. Send for our 
catalog. 








A“akers of Fime Toots 
2114 Carroll Ave.~ ~ Chicago, Hi. U.S.A, 
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THESE ROLLERS HOLD PIPE IN 
POSITION AND FLATTEN BURR 
WHILE PIPE IS BEING CUT @ 








Show the Walworth Roller 
Cutter to any mechanic who has 
pipe to cut and its easy-working 
features will catch his eye at 
once. The rollers which fit 
against the pipe and hold the 
cutter in position also serve to 
flatten off the burr left on the 
pipe by the cutting edge. 


A steel insert re-inforces the 
cutter block against the wear- 


Two Sizes Now Available, to 
Cut Any Pipe, Up to 2 Inches 








ing pressure of the adjusting 
bar. 


The cutting blade is made of 
extra hard carbon steel and is 
carefully tempered. 


Two sizes to cut any pipe up 
to 2 inches in diameter, now 
available. A larger size, for 3- 
inch pipe, will be ready soon. 
Your regular Walworth jobber 
can supply you. 


WALWORTH 


Walworth Company, General Sales Offices: 51 E. 42nd St., New York 
Plants at Boston, Mass., Kewanee, IIl., Greensburg, Pa.; and Attalla, Ala, 


... Distributors in Principal Cities of the World... 
Walworth Co. Limited, 10 Cathcart St., Montreal, P. Q. 


Walworth International Co., New York, Foreign Representative 
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Make More Profit 
by Handling the Line of 
RECOGNIZED QUALITY 




















Its the best I can buy’ 


: When You Sell a Man 
aunders Type Pipe Cutter ARMSTRONG BROS. 


€ a — Pipe Tools, Yow’re Giving Him the 
Limit in Quality and Satisfaction ! 


Barnes Type Pipe Cutter 





For thirty-five years, we have been making fine tools 
which have become known all over the world for their 





All-Steel Pipe Wrench lasting qualities and satisfactory service. 


ARMSTRONG BROS. Pipe Tools are made of the 
finest quality materials, are of superior design and the 
best workmanship obtainable. Users of good tools 
know that the ARMSTRONG Trade Mark is their 


best guarantee of maximum satisfaction. 





Stock and sell the line that skilled workmen prefer. 


Hinged Pipe Vise 


Write today for your copy of Catalog P-10, showing the Complete 
Armstrong Bros. Line of Fine Pipe Tools. Sent free. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave. Chicago, U. S. A. 




















6 


HARDWARE AGE for NOVEMBER 17, 1927 





Lamscon&dSessions 


THE MOST COMPLETE LINE OF BOLTS IN 


MANUFACTURERS OF 


Considering the Customer 


AMSON & SESSIONS does not 
consider its responsibility termi- 
nated by the prompt delivery of first 
quality nuts and bolts. This company 
also believes in helping the customer 
buy to his best advantage. 

Every Lamson & Sessions salesman 
is qualified by years of actual expe- 
rience in every phase of the business 
to assist prospective purchasers in or- 
dering their requirements. 

Despite our ability to produce special 
work of every description, this service often 
takes the form of showing the customer 
how he can save money by using a standard 
product in place of the special job he con- 
sidered necessary. 

The outstanding position of Lamson & 
Sessions as one of the world’s largest sources 
of supply for bolts, nuts, cotter pins, rope 
clips and special hot and cold upset work, 
conclusively demonstrates the correctness 
of its belief that what is best for the cus- 
tomer is best for the manufacturer, too. 


THE LAMSON & SESSIONS CO. 
1971 West 85th St. Cleveland, Ohio 
Chicago Detroit St.Louis ElPaso Atlanta 


Chattanooga Salt Lake City Los Angeles 
San Francisco Seattle 


First, Last and All the Time 


THE 


COUNTRY 
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Representative Jobber 





Indiana Steel &Wire Co. 


Sold Only through Reg 


Retailer 


ular Wholesale 


ae Retail Channels/ 


U. S. Poultry Fence is strictly a hardware 
item. Its market has never been invaded by 
chain store competition. 


As a dependable, profit-producing line, it 
is worthy of aggressive merchandising. It 
carries a margin of profit above the average. 
It sells readily and with minimum effort. One 
sale invariably leads to another. 


U.S. Poultry Fence is sold ONLY through 
the regular wholesale and retail channels--- 
never through chain stores, catalog or mail 
order houses. 


Representative jobbers in 93 cities stock 
it. Their strategic location in the principal 
distributing centers of the country insures 
prompt service to the dealer at all times. 


These jobbers carry adequate stocks to 
meet all normal demands. This means speedy 
deliveries, less stock for you to carry, quicker 
turnover. Back of these jobbers’ stocks are 
our own enormous factory stocks ready for 
quick shipment. 


U. S. Poultry Fence distributors, through 
their salesmen, are now booking orders for 
spring. Let us urge that you give careful con- 
sideration to your requirements for the coming 
season and place your order with your jobber 
now. Besure to specify U. S. Poultry Fence--- 
not just “poultry netting.” It costs no more. 


If you do not know the U. S. Poultry 
Fence Jobber in your territory, write us for 
his name. 


Indiana Steel & Wire Company 


Muncie, 





USP 


: Indiana 
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NET-WICK 


The New Form Poultry Fence 
A Superior Product Made By 


WICKWIRE BROTHERS 


In the fifty-four years of continuous manufacturing experience of 
WICKWIRE BROTHERS Wire Products, the reputation of 
every Jobber and Dealer customer has been carefully safeguarded. 


WICKWIRE BROTHERS perform every operation from raw 
materials to finished product—every product being made under 
their personal supervision. 


This precaution means that whenever a New Product is brought 
out by this company, the trade and the public know they can de- 
pend upon its being 100 per cent right. 
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The Fence that Never Sags 


In NET-WICK, the New Form Poultry Fence, you can 
state authoritatively that it wz// not sag. 


It is a new combination of mesh and gauge wire produced 
by a method that insures a really perfect poultry fence. Note 
features: 


Requires no rail at top or bottom. Hangs straight and stays 
tight—both the horizontal and perpendicular wires are the 
same gauge. 

Just enough wave in horizontal wires to allow for contraction 
and expansion. The twist is complete, it cannot be opened 
by unwinding with pliers. 

Lays flat without waves when unrolled. And beauty clinches 
the sale—it is unquestionably the most attractive Poultry 
Fence on the market. 


Galvanized before weaving or after weaving. The latter is 
recommended because of its greater durability and rust-proof 
qualities. 

Put up in bales of 150 lineal feet in 2 in. and 1 in. mesh in 
six inch widths from 12 to 72 inches. 


JOBBERS: 


We expect an unusually large demand 
for NET-WICK for the coming season 
and suggest that all Jobbing Orders be 
placed by the first of the New Year. 


Our Other Products Include 
Cortland Black Enameled 
Gray-Wick 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Screen Cloth 
Hex Poultry Netting and Staples 
Misc. Nails and Brads 4-1-1 Ib. Pkgs.; 
25 and 50 Ib. Boxes 


Write your Jobber for full information 
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7 Vastly Resourceful 
Develops 
of Economical 


From the development of market anal- 
yses to the execution of logically con- 
ceived merchandising plans, the vast 
resources of the United Publishers 
Corporation are available for manu- 
facturers in the industries covered 
by publications grouped under the 
leadership of the U. P. C. 


UNITED 
PUBLISHERS 


Philadelphia Plant of U.P.C. 
N. W. Cor. Chestnut and 56th Sts. 
Headquarters Chilton Class Journal Co. 


PETROLEUM 7 
REGISTER — —— nn wn teen 
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Distribution 


Distribution is your problem today. Economical 
distribution is the key to greater profits per busi- 
ness dollar. 


Within its own confines, for itself—as well as for 
its clients, the U. P. C. constantly strives to develop 
in a greater and greater degree, the idea of eco- 
nomical distribution. 


CORPORATION 


N. Y. Building 
) of OPC. 


A. C. PEARSON 
Board of 239 West 39th St. 


| Chairman of the 
the U.P.C. 
President of the Textile 


Publishing Co., N. Y. C. 


FRITZ J. FRANK 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C. 


Cc. A. MUSSELMAN 
Vice-President of the U.P.C. 
President of the Chilton 
Class Journal Co., Phila. 


F. C. STEVENS 
Treasurer of the U.P.C. y 








President of the Federal 
\ Printing Co., N. Y. C. 
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TOP: OF-THE-WORLD 
SALABILITY 


T pays to sell the biggest selling 
lanterns. 


Dietz Lanterns sell without question 
or argument. They are not only better 
known but are “known to be better.” 


And Profit is right. 


All of which explains why most hard- 
ware dealers sell Dietz Lanterns exclu- 
sively. 


R. E. DIETZ COMPANY, NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE 
WORLD—FOUNDED 1840. OUTPUT DISTRIBUTED 
EXCLUSIVELY THROUGH THE JOBBING TRADE 





















DIETZ. 


LANTERNS 
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Perhaps You Have Seen 
Them Already 


BOXWOOD PLUMBs 
LEVELS 


WOOD and ALUMINUM 


RULES 








No. 68P No. 300 


NINE STANDARD NUMBERS 
IN EACH LINE 





HARDWARE COMPANY 


Bu ers 
"| “aeslog 





Reg. U. S. Pat. Off. 


TORRINGTON, CONN. U. S. A. 
New York Office: 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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PUMPS ‘WATER MY! FS on 


MYERS SEEOILIN 


AREGISTERED TRADE NAME 








BULLDOZER DEEP WELL 


WORKING HEADS 


Here’s some of the special Myers features that 
have created such a furor in pump circles gen- 
erally. Positive self-lubrication, simply and scien- 
tifically applied—housed working parts—extra 
large valves—high speed with perfect safety— 
greater volume—all highly essential when modern 
standards are considered. 


Summer or winter—spring or fall—the demand 
for Myers Self-Oiling Pumps is here—a live thing 
that carries good will and good profits with it. 
You are interested in both—write us today. 


THE FLE.MYERS & BIRO.€o. 


HLAND, OH1O 


AS 
ASHLAND PUMP AND HAY TOOL WORKS 


MYERS SELFOILIN 


HIGH PRESSURE 


Help yourself to more pump business during 
the months to come. Do like many other dealers 
are doing. Take advantage of the golden oppor- 
tunity they present for increased profits that only 
such a line as the MYERS can offer. 


There’s a style and size for every service up to 
ten thousand gallons per hour. Refined and im- 
proved throughout, they bring within the reach 
of everyone who uses water in quantity the oppor- 
tunity of having dependable power water facilities 
on a highly economical basis. 


FIG. FIG. 


I9N96 12195 





G 


POWER PUMPS 
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Coat and hat hooks 


UNIFORM steel wire, a full 10 gauge 
in thickness, is the wire from which 
these hooks are made. Strong, 
sturdy and well braced, they will 
bear the loads for which they are 
made, and profits are no exception. 

Sargent wire coat and hat hooks 
in the 3-inch size come in five 
finishes of steel wire — japanned, 
coppered, bright brass-plated, white 
enameled, and bright nickel-plated 
—and also in brass wire. The smaller 
and larger sizes, 24% and 31% inch, 
are in the two finishes only on the 
steel wire—japanned and coppered. 
The three sizes all have the screw 
end long enough to screw into the 
usual 34-inch wood strip. They dig 


on which you can hang profits 


in deep wherever they are placed 
and hold tight. 

Sargent wire coat and hat hooks are 
by far the best of their kind. You can 
bank on their quality and strength, 
the uniformity of the wire, the 
finish, the sharpness at the point, 
and the firm-holding rolled thread, 
and you can bank on the fact that 
these hooks will sell. Your custom- 
ers, who know the excellence- of the 
materials and workmanship that go 
into ali Sargent Hardware, will 
choose these Sargent wire coat and 
hat hooks as a matter of course. 
Stock up the complete line and be 
ready to sell any customer who has 
a need for coat and hat hooks. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive 
(At Randolph) 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 








SARGENT 








LOCKS AND HARDWARE 
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Greater leverage. 





EVEREDY 
Syphon Filter 
No. 400 


Consists of metallic float, filter cloth 
disc, stretcher ring and hose clamp. 
Hose not included. Price com- 
plete, $1. 


full quart. All 
nickeled. Price complete, $2. 


EVEREDY “= 


[LENT 


PNEUMATIC 


DOOR CLOSER 


This new EVEREDY Silent Door Closer is a 
door of opportunity to new profits. In addi- 
tion to its mechanical superiority, its a—b—c 
operating simplicity and its amazing low price 
of $1, it will be advertised nationally to take 
its place with the other famous and fast sell- 


ing EVEREDY Products. 
ORDER a Dozen from your JOBBER 


To every dealer ordering one (1) dozen 


EVEREDY Door Closers, we furnish 
Demonstrator Mount FREE 


To which door closer can be attached 


The EVEREDY COMPANY 


Frederick, Md. 


EVEREDY 
Double Duty Bottle 
Capper 
No. 222 
Only double duty capper with spring 


handle lift. Double posted, double 
geared, double spring lift handle. 


Caps 12 oz. to 
steel, Heavily 





Manufacturers of the EVEREDY Line of Household Products. 


eled. 





EVEREDY 
Strainer Set 
No. 300 


Consists of stand, strainer bag and 
filter bag. Fits any size crock or 
kettle. In display carton. Price 
complete, $1.25. 


stretch post. Double —, lift 
r 


handle. 
today. Price complete, $1.25. Other 


models, $1, $1.15 


























—Simply turn cylinder to 
right or left and air valve 


is adjusted. No tools nor 
step ladder needed. 

an 
on = atl 
>. — i - = 





SS 


—EVEREDY _ construction 
permits the doors to open 
much wider than any other 
light door closer. 





—Can be used on either 

right or left hand door. 

This illustration shows it 

yg on right hand 
oor. 








—Simple to install and no 
tools required to detach 
when screen doors are re- 
moved. 


Other EVEREDY Points 
of Superiority 


—Extra heavy spring closes both 
screen and ordinary house doors. 
—Foolproof, nothing to get out 
of order. Sturdily built. Dull 
nickel finish. Lasts for years. 
—Packed complete with instruc- 
tions in attractive 2 color carton 
for shelf and counter display. 
One dozen to shipping case. 


EVEREDY 
Bottle Capper 
No. 101-S 


All steel constructon. Heavily nick- 


Large padded base. Never 


Best seller in the ade 
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November— 
Closed Door ‘Time 


OOR checks are a year ’round necessity, 
but Winter is the time when open doors 
mean cold houses and wasted coal. 


When November comes, Winter is not far 
behind. People are thinking of the problem of 
keeping the house warm and coal bills down 
—thinking of it every morning and every night. 


That’s why this month Corbin Door Checks 
are being advertised to five and a quarter mil- 
lion people. It’s the best time to sell them—a 
time when they’re thinking most of a problem 
which Corbin Door Checks can help to solve. 


ORBIN will gladly sup- 

ply you with electros of 
this advertisement in one or 
two column size, so you may 
tell your trade where to buy 
good door checks—Corbin 
Door Checks, whose func- 
tion is to close doors quietly 
and all the way. 


¢ e 





WO consumer leaflets on door checks are 


published by Corbin— 


Let Corbin Close the Door—K167. 
Let Corbin Close the Door in your Home— 


K168. 


A postcard request to Corbin 
will quickly bring a supply 
for envelope enclosures or 
counter display. Corbin will 
imprint them for you, too. 
No charge. 





¢ ¢ 


ERE’S what one enterprising Corbin dealer did 
to increase his door-check business. 


Early in November he put a Corbin door check 
under his arm and went about town calling on his 
fellow-merchants. He talked of the disadvantages to 
trade of a hard-to-open store door, of customers 


expecting doors to open easily, 

of the importance to the mer- 

at chant in having his store door 
close fully, quietly and safely. 

Has your good neighbor a good door check—a 
Corbin door check? 


He talked coal saving and 
customer saving—stopping an- 
noying and dangerous winter 
drafts. And then he talked 
Corbin door checks and sold 
them—to his fellow merchants. 











Good Buildings Deserve 
Good 





Ih | 








aoe 




















What others often fail to remember, Corbin 


Door Checks never fail to do—close doors 
What of the drafts that whistle through half-open doors?) What of 


the heat that escapes? 
Corbin Door Checks close doors. 
What of the doors that slam and bang and slam and bang—but 


never shut? 
Corbin Door Checks close doors. 


What of the privacy that doors ajar destroy? What of the open door 
that invites the uninvited in? 

Corbin Door Checks close doors. 
Good Hardware stores never fail to carry them in stock. And almost 
anyone can put them on. 


since NEW BRITAIN 
P. & F. CORBIN tre CONNECTICUT 


New York Chicago Philadelphia 


Write for our booklet (S-11). 
It shows a Corbin Door 
Check for every need. 
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From a drawing by Hanson Bootn Copyright 1927, P&L 


ich in charm —~ fow in cost! 





is within reach of everyone who has a home, 

old or new. There is no need to use inferior 

enamels for the purpose of economy. Vitralite she 

Long-Life Enamel, while it costs more by the can, 

spreads so far and covers so well that it is no more 
expensive by the job than ordinary enamels. 

So thoroughly does Vitralite cover or “hide” that 


NAMELED woodwork of the finest quality 


one coat very often does the work of two coats of 
It brushes on so easily, without 


common enamel. 
laps, runs or brush marks and flows out 
to a self-leveling surface smooth as por- 
celain. These working qualities free the 
user from any restrictions in application 
and result in a decided saving in labor. 

All the charm and beauty of the chaste 
white Vitralite or the rare tints, in gloss 
or eggshell finish, are yours at no extra 
cost. And in Vitralite you secure added 
durability — the maximum in resistance 
to wear and weather. That is why we 









5 Auton wives ™. sh ak, 


When your 
needs refinis 
your automobi 
to use Vitralite 
bile Enamel — 
ern, quick, ec 
and long-lasti 
that defies su 
snow, sleet an 


itralite 


The Long-Life Enamel 


can guarantee it for three years, whether used outside 
or inside, although it gives such long service that a 
guarantee seems unnecessary to those familiar with 
Vitralite and its many unusual properties. 

‘From every point of view, the use of Vitralite is 
an investment in good taste which pays real dividends 
in money saved. In new or old home wood- 


work and fugpit itralite 
intment 
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t-inc., 114 Tonawanda Street, 
Buffalo, N.Y. Canadian address, 20 Courtwright 
Street, Bridgeburg, Ontario. 
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HARD-WEAR TOYS 


FOR HARDWARE STORES 









Bu) 









) y re 
| apa ) 
4. <7 J WY 








RRS 
DAZ 










Toy M° Cormick Deering Thresher No.451 
Retails for $2.00 


ARCADE TOYS: Brilliantly Colored 
The Paints Retain Their Gloss 
They are Solid in Construction 
Wheels and Pulleys Revolve 
The Edges are Smooth 
Attractive for Display 

Sell Rapidly 
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Made by the 
Tin 1ycArc adians 





Write Us for Catalog 
Your Jobber for Prices 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 





Retails for $3.00 





STUDEBAKER 


Offers 
the World’s Finest 
DELIVERY CAR 


To better serve the “quality group’’ of merchants who demand equipment in 
keeping with their establishments, Studebaker has designed a 34-ton six-cylinder 
chassis with express or panel bodies. It is not a truck, nor a convenient assembly 
of major automotive parts carrying a nondescript body, but a delivery car designed 
and built to provide a high grade unit, with a powerful proven chassis and a 
rugged body. 

More Loading Space 

The exceptionally large loading space of the body is of prime importance. Back 
of the driver’s seat to the rear door, the floor is 79 inches long. The width of 54 
inches and headroom of 51 inches gives a total of 125.9 cubic feet of loading 
space. It has from 8% to 37% greater capacity than any other 34-ton six-cylinder 
delivery car built. 

The advantage of the Studebaker delivery car’s extra loading space was demon- 
strated recently to the Keystone Bakery, Latrobe, Penn., who found that they could 
carry 220 more loaves of bread in the Studebaker panel delivery car than was 
possible with their previous equipment. Computed in dollars and cents, the 
greater carrying capacity of their Studebaker delivery cars will give them an 
income of $657 more per car per year. 


Something New in Body Building 
The body of the Studebaker panel delivery car has more carrying space, yet has 
a lower roof line than any other 34-ton delivery unit built. This is obtained by a 
newly designed sub-frame which rests directly upon the chassis frame. The side 
sills are formed to allow space for the “kick-up” of the frame to meet the floor, 
thus eliminating waste space. The second big feature is the use of a built-in wheel 
housing which allows for six inches additional body width. 


Powerful Motor—Powerful 4-wheel Brakes 

According to the ratings of the Society of Automotive Engineers the Studebaker 
chassis used for the Studebaker 34-ton delivery car is the most powerful of its size 
and weight in the world. The famous Studebaker six-cylinder L-head engine fur- 
nishes ample power for any type of retail delivery. It is so quiet and smooth in 
operation that only a murmur is heard while running. Acceleration is instan- 
taneous and the positive, easy acting four-wheel brakes give the driver full control 
in heavy traffic. 

At $1195 f. o. b. factory, the Studebaker delivery car is sold complete body and 
chassis, ready for service. It even carries a front bumper, engine thermometer and 
hydrostatic gasoline gauge on the dash, automatic windshield cleaner, rear view 
mirror, rear traffic signal light and coincidental lock to ignition and steering. Its 
low price emphasizes Studebaker’s reputation for high value. 


Write your name and address in the space below and send this coupon to The 


Studebaker Corporation of America, South Bend, Indiana, for further 
information about these fine delivery cars. 
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Civilization 





Depends on Accuracy 


Printing presses, telephones, type- 
writers, elevators...... machinery, 
watches, radios, automobiles...... 
the manufacture of these and liter- 
ally hundreds of other necessities 
of modern civilization would not be 
practical without accuracy in man- 
ufacture and interchangeability of 
parts. 


Precision tools make it possible to 
manufacture to very close limits and 
to make in mass production econo- 
mically parts which can be assem- 
bled into a completed unit. 


Civilization depends on accuracy— 
and mechanics everywhere depend 
on Brown & Sharpe precision tools. 
Their performance sets a standard 
of accuracy known world-wide. It 
is for this reason that dealers who 
sell Brown & Sharpe tools realize 
a constant source of profit the year 
round. We protect the dealer by 
adhering strictly to catalog prices 
and terms. 


Dept. H.A. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 








BROWN §€? GHARPE TOOLS 


“World’s Standard of Accuracy” 
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V VINTRY WINDS are waiting to blow cold dollars 
into your cash register... . It’s this way: 


Every customer that enters your store wants a warm 
house. He knows leaky doors and windows let in a lot of 
cold, and cost him a lot of money. He'd like to stop that. 
If you could show him a Real Weatherstrip that would 


—do the trick 

—cost him very little 

—be quickly installed by himself 
—last indefinitely; 


could you sell it? Say! Could you sell a plate of ham-and- 
eggs toa starving man with a pocketful of money? 


You Never Saw One Like This 


Of course there’s plenty of “Weatherstrip.” There's the 
high-priced metal installation that requires an expert. 
There's the flimsy, tinny kind that bends out of shape. 
There's the “‘felt-in-a-stick;” and there's just plain felt. 
Now here’s “Tac-Ezy.”” Made for service out of real 
spring bronze; good heavy material. Hemmed on both 
edges; added strength and stiffness. Tack-holes punched 
clear through. Stout coppered tacks furnished. Plain direc- 
tions furnished. 

Everything furnished except the tack-hammer and the 
enterprise. These you furnish. The customer furnishes the 
price and the elbow-grease, and you make plenty profit. 


People want Weatherstrip—no doubt about that; and 
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Photo of Tac-Ezy Window 
Melcher-Schene Hdu.. Co 
St. Louis, Me. 
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they need it, too. The right kind means a warm house and 
a big dollar-saving. And ‘“‘Tac-Ezy”’ costs so little. Any- 
body can tack it on. 
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- METAL 
WEATHERSTRIP. 














A few display packages on your counter and in your win- 
dow—and a little sales-effort will show a surprising profit. 
Try it and see. Now is the time to cash in. 

Tac-Ezy is packed in 200-foot coils, two coils in a display 
package. It also comes as individual door or window units 
packed in ready-cut lengths. Also individual door-bottom 
packages. Use the order-form and get this special com- 


bination trial deal. 9 


Tac-Ezy Metal Weatherstrip Co. 
5026 Penrose St. St. Louis, Mo. 





Send samples and prices on Tac-Ezy Metal Weatherstrip to 


Address .... 
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ATKINS 4 


SILVER 
STEEL 


Che Four Hundred Saw 
for Christmas 


This saw is the standard for excellence. 
Made from “‘Silver Steel’’—Atkins exclu- 
sive formula; 5 gauges taper ground; 
mirror polish; equipped with handles of 
solid rosewood and nickeled screws— 
Perfection pattern—prevents wrist 
strain. 


The cutting efficiency of THE FOUR 
HUNDRED is unquestioned; its use 
among better carpenters is be- 
coming universal; its design is 
absolutely exclusive and dis- 
tinctive. 
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Every first class hardware store should 

have a supply of THE FOUR HUNDRED 

or FOUR HUNDRED ONE; also other high 

grade Silver Steel Saws—the saws that cut fast, 

free and easy, the saws that are a pleasure to own 

and a joy to use. If you have any difficulty in obtain- 

ing the Atkins saw you desire write us at Indianapolis; 
we will see that you are supplied. 


Made in Regular Width and Narrow Ship Patterns, Skew or 
Straight Back. 


Modern Manufacturing Methods Make 
ATKINS SAWS THE LEADERS 


E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 


Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 

Paris, France Vancouver, B. C. 
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Christmas Merchan- 
dising Number 


ITH this issue of Harv- 
WARE AGE we present a 
valuable list of helpful ideas in 
merchandising for the Christinas 
trade, together with the expe- 
riences of other hardware mer- 
chants. The story of Pickett’s 
of Warren, Pa., is a real exam- 
ple of efficient Christmas mer- 
chandising and we recommend 
the careful reading of this story. 
A dozen other articles on this 
subject round out a Christmas 
merchandising issue that will be 
well for you to read and make 
use of from now until the holi- 
day trade is over. 


Read What They Say 
About Us: 


The big thing that comes to me in 
ELectricAL Goops and HARDWARE 
Acr, is the inspiration that things 
need not be done in the same old 
way to be done well, but that some 
new ways are even better. I partic- 
ularly appreciate Mr. Saunders Nor- 
vell’s articles, and I hope that he 
continues to write them in spite of 
his new duties. 

(Signed) Harrison SMITH, 
East Akron Hardware Co. 
Akron, Ohio 


It is a real pleasure to read your 
magazine. Your information, advice 
and articles are worth a thousand 
dollars to me. 

I haven’t missed reading a single 
copy vet, and am surely looking 
forward for the next copies to come. 

(Signed) B. BENDAT, 
Bendat’s Hardware Company 
Chicago, Ill. 
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J HE BIGGEST accomplishment in the 

* hardware field in recent years is 
making genuine forged iron hardware an 
item which builder’s hardware men can 
sell right out of stock. 


To do this, McKinney standardized sizes 
to fit modern construction requirements. 
Each piece was made accurately gauged for 
application. Prices were reduced to a point 
where it can be used on even moderate-sized 
houses. Finishes were made rust-proof. 
Deliveries were hastened. And every design 
was given the texture and ‘‘feel’’ of the 


finest examples of middle-age handicraft. 


Every builder’s hardware man should have 
samples of Forged Iron Hardware by 
McKinney. There is no substitute. Write 
for catalog today. McKinney Manufac- 
turing Company, Forge Division, Pitts- 
burgh, Pa. Offices: New York, Baltimore, 
Chicago, San Francisco, Montreal, Toronto. 


McKINNEY 
FORGED IRON 
HARDWARE 
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WINDS 


By Llew S. Soule 
Our Christmas Responsibility 


hristmas is the one 

great Good Vill 

Holtday of the pear. 
Che gifts which accompany 
it are but the outward ex- 
pressions of that good twill. 
CWithout good will, Christ- 
mas would be merely an- 
other holiday; its gift feature 
would be but a gesture of 
banity and the spirit behind 
it would be as cold as the 
season tn which it comes. 
The world needs at least 
one period each pear when 
men take time to express 
their good will to each other. 
€ But—this is a busy world, 
filled with busy people who 
constantly rush, and worry 
and compete; a world there 
days are heaby with endless 
tasks and constant strug- 
gles of men for their place 
in the sun. 
C. Good will is always with 
us, but is often lost sight of 
in the pressure of modern 
life. It has to be awakened, 
brought to life and to the 
surface of libes as each holi- 
day season nears. 


Therein lies the mer- 
chant’s Christmas respon- 
sibility. 

Busy men and busy 
women habe deep in their 
hearts the desire to express 
the dormant good will which 
sleeps within them. But— 
they are busy. They need 
some one to remind them of 
their love and friendship for 
each other; to stimulate them 
to expression of that lobe 
and friendship. 

CHE for no other reason 
than the fostering of Good 
Will, the retail merchant 
owes tt to his community to 
rebive the spirit of Christ: 
mas at Christmas time; to 
dress his store with hollp 
and mistletoe; to show in a 
Christmas setting, those 
things which are adapted for 
gift expressions of good twill. 
CSE the merchants of the 
world ever fail to reflect the 
Christmas spirit through 
their stores, that pear the 
children of the world will 
face the bleakest Christmas 
they habe ever known. 
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November 18, 1926 


Mrs. Claude Hilliard, 
Sheffield, Pa. 


Dear Madan: 
Santa Claus is coming! 


Sarita Claus asks us to tell you that he is coming to 
Werren November 26th and 27th (mark that on the calendar) 
to find out what everybody wants for Christmas. 


He will have his toys, games and electrical trains - 
his dolls, dishes and paint sete - his autos, sleds and 
scooters and the thousand and one nice things from his 
workshop in Esquimauland on display in our big second floor 
Toy and Gift Shop. 


He will have a present for every boy and girl who bring 
their parents and post their Christmas letters in his mail 
box beside his throne. If any little boy or girl who is 
sick will send their letter care of this store, we will 
send their present. 


A brand new elevator will take everybody to the second 
Floor. 


Mother and Dad will enjoy real delight as they inspect 


the season's latest offerings in this - Warren's most com- 
plete Toy and Gift Shop. 


Everybody come - Bring the whole f o see Santa Claus. 


This is Santa's invitation coming from Wi 
THE PICKETT HARDWARE 





W. T. Kelly, 
2 = 
GIFTS OF UTILITY 








business getting 
letters sent out by Pick- 
ett’s of Warren, Pa. The 
first letter announces the 
coming of Santa Claus, 
and tells all about the 
arrangements that are be- 
ing made for his recep- 
tion. This gets. the 
children interested to the 
point of seeing to it that 
the parents are at Pick- 
ett’s when he arrives. 
The second letter is in 
response to the appeal 
made to Santa Claus by 
one of the children. It 
tugs at the heart strings 
of the parents and is a 
sure seller. It has a per- 
sonal ring to it in that it 
reflects the exact wishes 
of the youngster. 


| pees are two of the 


To the M 
Other of 
Louise Stelek, F 
North Warren, pa 


Dear Mrs, Stelek; 


Can 
«ittle hatte keep a Se 
wr P, and Cret? 


ed for @ do?) 
S at $6. oll 
Sawne fs #10. 


Besia 
would like. were? we have 


and 
Value we are offerians 


Yo 
he Peceives 


nNishedg in 
1 si 
Ong as Louise oie 


man, 
Come in y thee toys any 24 
ee for Yourself ttle gir) 





The Store of 
a Thousand Gifts 


By Charles J. Heale 
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Pennsylvania Hardware Store Makes 
Christmas Season a Success 


Because Their Campaign Is Complete 


MONG the oil fields of northwestern 
Pennsylvania, in the prosperous and 
pretty town of Warren, Bill Kelly, 
manager of the Pickett Hardware 
Co., increased December sales from 

$28,000 to $45,000 in two years. The story of 
this increase is one of the most fascinating ro- 
mances of Christmas gift merchandising we have 
ever been privileged to tell. It is difficult to find 
a starting point. Bill seems to do everything 
plus. 

“Christmas is the happiest part of the year,” 
says Mr. Kelly. “People ordinarily cautious about 
spending money, and even those who might be 
considered “tight,” experience a sudden change of 
heart. They catch that wonderful contagious holi- 
day spirit of giving. Price, in our experience, 
ceases to be a factor. They buy for others the 
things they would like themselves, but feel they 
could not afford. Rich and poor alike meet on 
common ground in our toy department, seeking 
presents for their kiddies. Husbands dig into our 
special gift catalog, visit our cutlery, housefurnish- 
ings, electrical appliance -and radio departments 
seeking the best possible gifts for their wives. 
Their wives are equally active, picking out tools, 
tool kits, auto accessories, cutlery, smoking stands 
of some other practical gifts for the husbands. 

Pickett’s holiday campaign starts the day after 


The Christmas announcement shown 
here was the ad. that brought crowds 
to Pickett’s hardware store. The 
Christmas reception pictured was most 
successful. Each child received a 
box of candy from Santa Claus and ag 
posted a letter telling him what was 4 
wanted for Christmas. Below is the 
front of Pickett’s at night. 
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Oy He is in Warren and will greet his little Friends 
f FRIDAY MORNING 


At 9:30 O'clock 





Betere! He hasa gift for you. Bring your letter to hie 
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Pickett’s many window 
displays were representa- 
tive of the great variety 
of merchandise from 
which the customer could sae 
select gifts for Christmas. vey 
Toys, sporting goods, 
tools and electrical appli- 
ances were but a few of 


BOYS—GIRLS. 


Pickett Hdwe. Co» 
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Jell itto SANTAI 
-Put Your Letter in SANTA’S MAIL BOX at This Store ; 
Mothers—Dads 


BE SURE TO SEE SANTA 
NOV. 26th AND 27th 


PHONE 57 


Jaen 


SANTA’S HEADQUARTERS IN WARREN 





the items shown in the 
tastefully and effectively 
arranged windows. The 
well balanced and strong 
advertisement headed 
“Tell it to Santa” tied 
up well with the spirit of 
the Christmas campaign. 


Remember Ii All 
and Bring the Kiddies 
to Santa's Headquarters 
o their GIFT 
FRIDAY AND SATURDAY 


OV. 26th AND 27-4 

















Thanksgiving. When the door is opened and the win- 
dow shades drawn up that Friday morning, the town of 
Warren finds all of the windows displaying useful gifts 
for every member of the family. They are good win- 
dows, too. The store interior has its gala dress on, and 
those many display tables feature an assortment of gift 
wares which would do justice to a metropolitan depart- 
ment store. 

A few days later the residents of Warren receive the 
Christmas edition of Pickett’s Monthly Herald, with its 
hundreds of gift suggestions arranged in sections ap- 
pealing to each member of the family. There’s a special 
list for dad, mother, big brother, big sister, little brother 
and little sister. Every item is price marked and most 
of them are illustrated. 

The local papers carry daily the advertising message 
of this store with the slogan: “Get it at Pickett’s—Store 
of a Thousand Gifts.” The ads are as carefully depart- 


mentized as the store itself. There will be a toy sec- 
tion, radio section, etc. Then there will be several spe- 
cial ads on toys, radio and other special lines. 

Elmer Worley will have his special Christmas smile 
ready. (Elmer is one of those good-natured fellows 
who always smiles. But that Pickett Christmas spirit 
directed by Bill Kelly amplifies that smile just so much 
more as he greets those who enter the store.) Bill 
Mischler, said to be the best oil supply salesman and a 
leading Elk’s Club minstrel show actor, climbs into his 
Santa Claus suit and whiskers, and Mr. Kelly’s right- 
hand man, John Rohodaberger, is one of the busiest as- 
sistant managers you ever saw. 

Santa Claus makes his initial appearance the Saturday 
after Thanksgiving and reappears each following Satur- 
day. Bill is some Santa Claus and makes a real hit 
with the kiddies who flock to the toy department to ex- 
plain their Christmas wants. Bill gives them a box of 
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Claus in care of Pickett’s. 

For every child who registers, Bill 
Kelly writes a little letter. This, of 
course, goes to the parent. It tells the 
mother that little Louise has asked Santa 
for a doll buggy and a doll cradle, and 
that Pickett’s has a wonderful assortment 
of buggies from $6 to $10 and a basinette 
at $6. The letter has a personal ring to Rabe ovis Pe Sieroter, le ef eg 
it and suggests a personal interest in aati ~ — ca i esd agen : ee wie 
Louise and her wants. a 

This is probably the second letter re- 
ceived by Louise’s mother. The first 
came a week before Thanksgiving and 
told her that Santa Claus would reach 
Pickett’s the day after Thanksgiving, be 
there two days and again every follow- 
ing Saturday. The newspapers for the 
same week previous to Thanksgiving car- 
ried a similar message. Parents were in- 
vited to bring or send their children and 
their neighbors’ children. 

We have reproduced both of these let- 
ters on the opposite page. Read them, 
study them, and you get in one lesson 
an intimate glance of just one of the 
many things our friend Kelly does to ; 
put Pickett’s on the Christmas buying pron 
map of Warren. 

Last year 1545 children registered the 
Friday after Thanksgiving, and 2358 children did the 
same thing the second Saturday after. These figures 
are typical of the results from this effort. More than 
1500 children sent letters to Santa, care of Pickett’s. 
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Herald. Two-thirds of the children who visited Santa 
brought their parents. 
Pickett’s efforts during the entire month of De- 
cember are concentrated on Christmas merchandising. ptt pe abl 


pm tools in ches; 
+ $40 0 singe, Math sce. 


F 
REED-FISEMANN ‘a 
The Radio in A noe 


‘aftsmen, 
shown. + at amazi i 
2 Dial Control men prices. Six 
. 





/ RW 2 
BREADY PL. ASULIGHTS 










Tools and other utility gifts are wrapped in holly a Saat ne ipa 
: . . Aluminum [24 Ty : VERE AD handy tigi’ ¢£t",Flavhligh 

boxes and paper, tied with red and green twine and Snr BP RBar ea | Compe” Shane 

AB 5.00, 88s rantoeg S'yeer Other ‘mede ++ SL25 

Me 51.00 Wo 81.39 












attached to an attractive gift tag. All gift items are " i eae SSE Marie is ; 

clearly price marked. Goods displayed in December ~ : [ing ie jc case ta cae ee. | anc 

windows are of a quality priced 30 to 40 per cent aera iis 

higher than similar goods shown in November, and 

they sell in larger volume. This proves Mr. Kelly’s 

contention about the holiday spirit putting price Out Pteimomen » leans 

of the picture as a prime sales factor. iw eg Seca an rene th te conn 
Starting in September, the Pickett Club meets for ence sey hve nd 

an hour each Tuesday at closing time. About 75 Bi 


employees participate in this organization, which dis- 

cusses with astounding frankness sales, displays, ad- GET IT 
vertising, profits, management and, of course, in No- pa AT PICK 

vember and December, concentrates its thoughts on TO WARREN'S Lancesr 4 ETT’S 


holiday selling. The management is as frank as the 
(Continued on page 68) 
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An opportunity to put your store in the leadership of a new and 


contagious Christmas idea. 


Personal Gifts with the Lacquer Touch 


— IRE is a new Christmas idea that any hardware 
store with a paint department can make profit- 
able. The requisites are: 

— 1—A stock of brushing lacquer in small cans. 
Suitable brushes, of course. 

2—Passing the idea on to your customers and those 
who pass your store. 

3—A stock of small pieces of unfinished’ furniture, 
odd pieces of glassware or old bottles or a willingness 
to tell customers where they can get them. 

The idea is that many unusual and useful or orna- 
mental gifts can be made cheaply and easily by any man 
or woman or child with the average sense of good taste. 
The merchant who wishes to boost his trade along this 
line and make his paint department a Christmas supply 
station of importance must put some imagination into 
his efforts to pass the idea along to the men and women 
who come into his store and those who pass along the 
sidewalk. 

If the merchant wants a greater public to appreciate 
his efforts, a small advertisement in the weekly or daily 
paper or a handbill properly distributed will bring people 
around the block to look at his window. 

Now we will start the story all over. 

The making of personal Christmas gifts has taken 
renewed life during the last few years and brushing 
lacquer adds greatly to the possibilities. 

The “Color in the Home” vogue that now holds public 
fancy includes this form of Christmas gift. The gifts 
should be useful as well as tastefully ornamental. 

The merchant should stock and make a printed list of 
the articles suitable for lacquered Christmas gifts. If 
he does not care to stock them, he should be ready to 
tell people where they can buy them or how they can 
make them. The list is a long one, and includes many 
of the articles available to almost any person. It also 
means redecoration of old materials in the home, mak- 
ing them to all intents and purposes new. Some sug- 
gestions are: 


Coat Hangers 

Bread Sets 

Salt and Pepper Sets 
Old and New Vases 
Toys, Homemade or old 
Waste Baskets 

Shoe Trees 

Book Ends 

Magazine Racks 


Dressing Table Boxes 
Curtain Poles 

Foot Stools 

Laundry Hampers 
Work Baskets 
Smoking Stands 
Lamp Shades 

Old Chairs 

Kitchen Step Ladders 


Kitchen Stools 

Tool Cases 

Nail and Screw Boxes 
Wall Book Shelves 
Ink Wells 

Desk Sets 

Card Tables 

Necktie Boxes 


Ash Trays 

Cigarette Boxes 

Bowls 

Odd Shaped Glass Dishes 
Candle Sticks 

Small Tables 

End Tables 

Shoe Boxes 


The first step is to gather some of these materials and 
have them decorated. The owner of a small town hard- 
ware store in New York State recently called at the 
home of his clerk who specialized in paints and there 
saw a number of small lacquered articles. An idea struck 
him. He asked Mrs. Clerk to prepare a dozen or so of 
these inexpensive articles for his show window. 

These articles were displayed and the young wife came 
to the store to show women how to make just such orna- 
ments as she had made. After a week of this work, the 
merchant was delighted to pay Mrs. Clerk $20 for her 
services in promoting trade. Perhaps some of the young 
women in your home or some of your employees’ homes 
can do the same thing for you. 

There are several methods of applying lacquer to 
these articles; each giving a distinct effect. 

First is application with the brush, The demonstrator 
should make the point of careful use of thinner for the 
different materials. 

A popular method for glass ware, including fancy 
liquor and other bottles for candlesticks or electric lamps, 
is the drip method. By this method a few drops of the 
lacquer is poured on the article and permitted to run 
down and drip off. Another color is added before this 
one entirely dries or after, according to the effect 
desired. Wet colors make curious and unusual color 
combinations. 

Some of the smaller articles can be dipped into 
thinned lacquer. 

The idea—both as to the success of the merchandis- 
ing and the acceptability of the gifts—will depend upon 
the originality of the merchant or the gift maker. 

Leading paint manufacturers are featuring lacquer for 
finishing up Christmas gifts. They are furnishing posters, 
display cards and other helps useful for you in your own 
local campaign. Booklets for the consumer have been 
prepared by several companies. You can use all of these 
manufacturers helps to promote your sale of lacquer and 
the pieces to be created into attractive holiday personal 
gifts. 














LECTRICAL Christmas 
gifts are practical. They 
are not used up and dis- 
carded within the week, and 
the memory of the giver will last throughout the long 
useful life of the gift. 

In featuring electrical goods it is well to address your 
appeal not only to the woman but to the man as well. 
It is often the man who gives an electrical gift, and his 
attention must be attracted. 

The general prosperity of the country during the 
past year has placed thousands of families upon, a 
higher plane of living, creating more prospects for elec- 
trical gifts during the holidays. The dream of every 
woman is to have her kitchen electrified. It represents 
freedom from the drudgery usually associated with her 
daily tasks. Any product or device that will ease her 
work in her home laboratory will make an acceptable 
gift and will surely be appreciated. It has been ascer- 





tained that, of all the suction sweeper sales each year, 18 














Two window displays that played up 
the electrical appliance line to advan- 
tage. The one above, showing floor, 
table, bridge and reading lamps, 
heaters, toasters, percolators, waffle 
irons, etc., was used by the Clark 
Hardware Co., Jamestown, N. Y. 
The Nicholas Hardware Co., Oak 
Park, II1., show in the lower window 
a very attractive Christmas display 
of such items as irons, curlers, grills, 
etc. Both windows neatly prc: 
marked all items. 
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Electrical Christmas Gifts Are Practical 


Labor saving electrical appliances will be wel- 
comed by the housewife, and other items in the 
line will find a ready sale as acceptable gifts. 


per cent are made in the month of December. The same 
is likely to be true with electric washers. Both of these 
products make excellent gifts to any housekeeper. 

Electrical appliances can be easily and tastefully dis- 
played. They lend themselves admirably to attractive 
display, especially when shown against a background of 
holly and other Christmas trimmings. 

Christmas tree lighting outfits are coming more and 
more into favor and should not be forgotten when ar- 
ranging a display. In recent years many people are 
buying a set to decorate their fir trees on the lawn or 
the bushes in front of their homes. Lamps and shaving 
mirrors will appeal to the men. Many students are ruin- 
ing their eyesight due to insufficient lighting when study- 
ing. They will appreciate lamps. Good light when 
shaving is as necessary as a good razor. Bring out these 
points and watch sales increase. Electric toasters, irons, 
waffle irons, coffee percolaters, heating and warming 
pads—all make most acceptable gifts, which would be 
appreciated by any wife or mother. Do not fail to re- 
mind your customers that the three way plug 
will work wonders in the arrangement of the 
lighting of a room. Modern living rooms 
have base board outlets, and the three way 
plug permits the use of as many reading 
lamps, bridge lamps or floor lamps. This may 
seem a common place fact to the hardware 
merchant, but a few inquiries will show him 
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ber of other- 
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ple have never 
thought of it. 
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Sporting Goods Department Provides 


Wide Range of Gifts 


, 

PORTING goods are pre-eminently suitable for 
Christmas gifts. The wide and varied nature 
of this line appeals to the gift buyer as an ideal 


hunting. It will be well to remember this in selling 
rifles, particularly with the so-called weaker sex becom- 
ing real out-door girls, the gun department need not 








one from which to select gifts for any and 
all ages. 

Whether it be for the athlete, the boy or 
girl at school or the grown up boy who 
pays the bills, known to the family as 
“dad,” the sporting goods department of 
the hardware store will have the gift that 
will inspire an honest appreciation. 

At the Christmas season price may be 
considered secondary in importance, qual- 
ity and appropriateness being the prime 
considerations, and the salesman who is 
familiar with the sport world and the 
ability of his merchandise to stand the 
tests that vigorous play will put it to, will 
be a valuable help and an appreciated one 
to the customers. Particularly is this true 
in the case of women customers making 
purchases of gifts for men and boys. A 
genuine interest in and knowledge of the 
customer’s needs will add immeasurably 
to the store’s prestige as a sporting goods 
center. 

While winter sports will come in for 
a good deal of attention at the Christmas 
season, sporting goods for all year round 
use will be equally popular. Rifles and 
shot guns make ideal gifts and the sales 
being in the major price catagory are 
worth concentrating upon to some extent. 








These items also have a wide appeal, being suitable for 
all ages of men and boys, and indeed many girls are 
becoming enthusiasts in the sport of marksmanship and 





recognize any limitations on that account. 

it is well also to point out to fathers that 
they get more for their money in sporting 
goods than they do out of almost any other 
gift they can buy. Sporting goods takes 
the boys and girls out of doors where 
healthy recreation and sportsmanship bene- 
fits them permanently. It sharpens the 
wits and dulls the selfish instincts. Sports 
are conceded to build better men and 
women, and any parent will agree to this. 

This line of merchandise offers oppor- 
tunity for the display man to do a first 
class job. In this connection the daily 
sport news may be exploited to advantage 
by the display man. Up-to-the-minute 
news of the college football teams, the pro- 
fessional and amateur hockey teams, the 
six day bike races, the boxing champions, 
the baseball stars, all these will stir the 
sport fan to a desire for sports equipment. 
Incorporate the sporting page of your 
daily newspaper in your show cards and 
background panels. 

The hardware merchant who handles 
sporting goods should make it his busi- 
ness to get behind all local sporting activi- 
ties and become identified as sporting 
goods headquarters. The promotion of a 
winter sport tournament will offer oppor- 
tunity for the selling of a wide variety of 
sporting goods items, both before and after 
Christmas. It would be well to get the 
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tournament talked of before the Christmas gifts are all 
bought, so that the forthcoming event would help to 
stimulate the sales and carry over to the actual date of 
Other merchants could be enlisted in 
aid of this affair because of the extra crowds that would 
be attracted to your town during that time, and the fact 
that all would share in the business. 


the tournament. 


The _ forma- 


tion of snow- 
shoe, skating 
and ski clubs 


should also come 
in for the atten- 
tion of the hard- 
ware man. These 
clubs enjoy great 
popularity wher- 
ever they are 
tried and enlist 
as members 
most of the ac- 
tive people of 
the community. 
The _ hardware 
merchant who is 
identified with 
these clubs will 
benefit to the 
extent of selling 
a good many 
pairs of skates, 
skis, and snow- 
shoes, to say 
nothing ofa 
good volume of 
sporting apparel 
and other acces- 
sories. Don’t 
forget that the 
accessories are a 
mighty big item 
in selling sport- 
ing goods. 
The window 
display should 
give some space 
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This window display which covered a wide variety of sporting goods items 

was used by the Alderman Hardware Co., Springfield, Mass. Albany Hard- 

ware and:Iron Co. put in the window at the bottom of this page. The win- 

dow at the top of the opposite page is by the Twin Cities Hardware Co., 
St. Paul, Minn. 
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to these items, because an inquiry for some small and 
inexpensive accessory will in a great percentage of cases 
become a sale of a more profitable item. 

The department may play an important part in attract- 
ing the very desirable trade of women by its offerings of 
sport clothing such as sweaters, moccasins and hosiery 
for snowshoeing, bright colored gloves and mittens, berets 


and other head 
gear. These 
items do not put 
the hardware 
store in the posi- 
tion of selling 
ladies’ wear, be- 
cause they are 
regular acces- 
sories to the 
sporting goods 
of the regular 
line. 
Sporting 
goods are profit- 
able for the 
hardware _ store 
that goes after 
the business to 
be had and 
gives them the 
merchandising 
attention they 
deserve, and no 
time of the year 
is more advan- 
tageous for their 
exploitation than 
the Christmas 
season. If you 
have not previ- 
ously done so, 


bring your 
sporting goods 


to the fore this 
Christmas and 
keep it there 
right through 
the year. 
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This window display of J. Russell & Co., 
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Holyoke, Mass., featured cutlery along with other gift lines. 
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Cutlery Should Be Active Gift Line 


J. Russell & Co., Holyoke, Mass., Always Features Cutlery in 
the Holiday Window Displays—Easily Displayed and Sold 
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“Y UTLERY should be among the 

' most active Christmas gift lines. 

In the modern cutlery depart- 

ment of the hardware store there 

is something of interest to every member 

of the family. The well rounded stock 

should include manicure sets, sewing kits, 

pocket knives for men and women, razors, 

shaving outfits, scissor sets, special pur- 

pose scissors or knives, kitchen cutlery, 
paper knives, table ware, razor blade sharpeners, strops, 
hones, and such extras as fountain pens, pencils, flash- 
lights, alarm clocks and watches. All of these profitable 
items should be incased in holly boxes or at least in con- 
tainers which set them off attractively as gift merchan- 

dise. 

When you offer for inspection a piece of high grade 
cutlery give it the consideration that high class mer- 
chandise merits. Place the goods on a pad of felt or 
plush. Show some respect for the goods and your 
customer will naturally develop a kindred respect, and 
feel that the purchase is well made. Most people want 
quality in cutlery, because they expect a definite and 
often a strenuous service. 


J. Russell & Co., Holyoke, Mass., makes a 
real drive for the holiday gift trade, featur-, 
ing in the windows merchandise partici- 
larly suited for gift purposes. Cutlery 
usually gets a prominent place in general 
Christmas displays and probably one or 
two weeks in one window without un- 
related items. In other words cutlery is 
important enough as a holiday line to war- 
rant special attention. Robert Russell, a° 

vice-president of the firm and also of the New England 
Retail Hardware Association tells us that cutlery is one 
of the easiest lines to sell in the gift market. 

One of the reasons for it being easily sold is the 
remarkable display appeal which these shiny and bright 
items always have when carefully placed with adequate 
light. 

Wood carving sets offer an opportunity for develop- 
ment. Some examples of the art displayed in the win- 
dow and also on the cutlery counter will cause comment 
and present an opportunity to interest your customers in 
this interesting work. These displays may include 
carved stands on which to place the hot coffee pot and 
carved bread boards, etc. 
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The tool window of J. Russell & Co., 


in a manner that forcefully suggested them as gifts. 
Redlands, Cal. 


is by the E. M. Cope Commercial Co., 
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Holyoke, Mass., carried a decidedly Christmas atmosphere. 
The elaborately attractive window at the top of the opposite page 
At the bottom of the page is an excellent tool window by Clark- 


Witbeck, Schenectady, N. Y. 


, 1927, 








Tools were presented 


Tools Are Practical Gifts 


Give Your Tool Department Holiday Attire 


™,/ACH year people become more sensible in the 
The more sensi- 
ble their selections the more holiday business 







selection of Christmas gifts. 


\ there will be for hardware stores, 
because the gifts offered by hardware men 
are not only attractive but also very useful. 
This is particularly true of the goods shown 
in the tool department. 

Any normal man would gladly sacrifice a 
five year collection of flaming neckties and 
holiday cigars (those burning shames) for 
a few good, first quality hand tools. The 
mechanic’s first three choices would be for 
tools, and the handy man around the 
house never has a complete set of tools 
to satisfy his craving for making or 
repairing. 

In order to focus the mind on tools 
as gifts, the wise hardware merchant 
will dress up his stock with holiday 
trimmings. Holly boxes for hammers, 
saws, hatchets, screw drivers, chisels, 
brace and bit, and the many other num- 
bers of this line will add a real Christ- 
mas flavor. Holly paper with colored 
twine and a tag will complete the pic- 
ture. 

Several manufacturers are distribut- 
ing special Christmas display material, 











holly boxes, holiday price cards and other advertising 
to help the dealer sell tools as gifts. 
In your circular and other advertising appeals for the 


Christmas sale on tools emphasize the 
utility of this line and stress the im- 
portance of useful giving. James & 
Hawkins, Inc., Jamaica, N. Y., find the 
December sales on tools, largely for gift 
purposes, one of the most profitable 
phases of their winter activity. Start- 
ing early in November, this firm fea- 
tures tools in the window and distrib- 
utes an attractive red and green circu- 
lar calling attention to the company’s 
complete assortment of tool kits, work 
benches, tool chests and individual tools. 
This circular is placed in every wrapped 
package, mailed out with November and 
December statements and sent to a se- 
lected mailing list. 

Whenever time permits, suggest that 
women customers inspect your tool 
stock with a view of selecting some 
practical item as a Christmas gift for 
the men folks of the family. Even 
the women appreciate that the better 
tools come from the hardware stores, 
and the average woman is in a quandary 
when it comes to selecting gifts for the 
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men which will really be 
appreciated. The fair sex 
may not appreciate the 
man’s viewpoint on tools as 
gifts, but when she sees the 
real holiday trim, holly box, 
crepe paper, colored twine 
and the genuine Christmas 
tone of your tool depart- 
ment, she will be more eas- 
ily influenced to buy. 

As a somewhat different 
idea in the way of adver- 
tising calendars one hard- 
ware firm sent out, on the 
last page of their Christmas 
catalog, a calendar for the 
ensuing year. The message 
that went with this was to 
check off on the calendar 
the dates of birthdays and 
anniversaries of those 
whom the customer wished 
to remember and let the 
book suggest worthwhile 
gifts throughout the com- 
ing year. 

This idea surely is a good 
one and will be acted upon 





because of its practicability 
by a goodly percentage of 
those who receive the cata- 
log. It should result in 
many a sale that would 
otherwise not have been 
made by the hardware store 
at this time. 

J. D. Loizeaux Lumber 
Co. of Plainfield, N. J., the 
story of whose new hard- 
ware store appeared recent- 
ly in HARpwareE AGE, sent 
out a very attractive twelve 
page Christmas catalog in 
the form of a mailing piece. 
Two pages are devoted to 
the presentation of their 
tool stock. Detailed in- 
formation as the many 
pieces contained in the sets 
is given as well as the 
prices. This mailing piece 
goes to a very large list 
that has been compiled by 
the advertising department 
and most satisfactory re- 
sults were obtained from 
this list. 
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Some representative toy displays that 
have been used by hardware store toy 
departments are pictured here. 1—The 
open display methods applied to the mer- 
chandising of toys. 2—The toy window 
display of the Jordan Hardware Co., Ot- 
tawa, Ill. 3—J. A. Sullivan Co., North- 
ampton, Mass., used these simple tables 
temporarily set up to display their toy 
stock. 4—An electric train set that will 
delight boys both young and old. Right 
—A complete and varied open display of 
toys by the John B. Varick Co., South 
Manchester, N. H. 
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ing Arcade cast iron toys. 
6 inches. 








One of three all year round toy department displays in the store of Marshall Field & Co. 
The dimensions of this cabinet are: Length 21 feet, height 8 feet, width of steps 9 inches, height of risers 
Top sliding doors are glass; and lower doors of wood open to stock compartment. 


(retail division), Chicago, Illinois, featur- 








Christmas Means Toys to the Kiddies— 
Jordan Finds Men Best Buyers 


HRISTMAS belongs primarily to the children. 

It is the big day of the year for them. There 

never was a child who was only lukewarm in 

his impatience for Dec. 25 to arrive. Christmas 

means toys to the smaller ones, and hardware merchants 
who cater to the holiday gift needs always find that play- 
things constitute the backbone of the Christmas business. 
Toys are the big leaders in Decem- 
ber and the latter part of Novem- 





the size and selectivity of the stock. While the Jordan 
store carries a line of toys the year around, 90 per cent 
of the total sales are Christmas sales. 

The space devoted to holiday toys in the Jordan store 
expands as Christmas approaches. About the first of 
October, or even before, toys are placed along the top 
of the open shelving, which is about 8 feet high, down 
the two sides of the store. Gradu- 
ally, from week to week, the regular 





ber. Everyone has a few kiddies on 
the list who will expect toys of some 
kind. 

It has been the experience of S. 
M. Jordan, Jordan Hardware Co., 
Ottawa, Ill., that a hardware store 
has a decided advantage over a de- 
partment store in the sale of Christ- 
mas toys. He contends that the av- 
erage farmer or mechanic seldom, 
if ever, goes into a department store. 
He is accustomed to coming into the 
hardware store, and feels at home there. If this man 
who, according to Mr. Jordan’s observation, usually buys 
more expensive toys than a woman, feels that he can 
find a reasonable selection of toys there, he will much 
prefer to come to the hardware dealer, with whom he is 
familiar. 

The secret of a successful holiday toy business, accord- 
ing to Mr. Jordan, is in making store and window dis- 
plays that will impress the prospective purchasers as to 





merchandise carried on this shelving 
is relegated to the rear of the store 
and is replaced with toys. By the 
middle of November the entire 
shelving in the front half of the 
store is occupied by toys, and imme- 
diately after Thanksgiving table and 
counter displays are added. In the 
meantime toy windows are put in 
with increasing frequency until there 
is such a window in place for the 
entire three or four weeks just prior 





to Christmas time. 

As might be expected, in catering largely to the pat- 
ronage of the masculine toy buyers, mechanical toys and 
wheel goods are the best sellers. Extremely cheap toys 
have been found to be a poor investment, and very little 
under 50 cent sellers are carried, while toys selling for 
about a dollar have proved to be the most popular. 

For the entire month of December J. A. Sullivan Co., 

(Continued on fage 69) 
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Radio the Gift for the Entire Family 


ADIO receiving outfits, speakers or some major 
part of a radio set has its big appeal as a Christ- 
mas gift because it is always a gift to the entire 

family, W. E. Auberchon tells us. He knows 

because his holiday sale of radio is very good, and the 
gift to the family idea is foremost in his selling appeal. 
Mr. Auberchon owns and operates the Central Hardware 
Co. of Fitchburg, Mass., and is one of those active fel- 
lows who turns his hardware store into a departmentized 
holiday selling bazaar from Thanksgiving to Christmas 
Eve. 

In addition to the conventional green and red crépe 
paper, bells, evergreens and the usual run of holiday 
attire his store has several special Christmas displays, 
made up like small booths. The radio department has 
such a sales appeal as you can see in the picture. Strips 
of special crépe paper designed particularly for Christ- 
mas time cover and decorate a conventional two-shelf 
pyramid display table, and suggest a holiday booth. This 
definite specializing of radio (true in other lines also) 
enables the prospect to concentrate on the radio stock 
when selecting gifts. Auberchon’s price range starts 
below the $100 mark for a complete set and runs into a 
very elaborate console selling at about $350. This va- 





riety ‘enables him to make a general appeal to those of 
modest means, moderate circumstances and those fortu- 
(Continued on page 69) 
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OSSIBLY one of the hardest 
things a merchant is called 
upon to do in selling Christ- 
mas goods is to fit his sales to 

his customer’s pocketbook. The aver- 
age Christmas shopper waits until the 
holidays are close at hand and then 
starts in on an orgy of buying that 
soon exhausts his money and many per- 
fectly good sales are never made simp- 
ly because of the lack of funds on the 
part of the customer. However, the Mohr-Jones Hard- 
ware Co., Racine, Wis., has discovered an ingenious way 
to stretch the customer’s pocketbook to an extent that 
permits the purchase of more and better Christmas gifts. 
The plan is simply the adoption of the “Christmas 
Savings Club” idea which is so popular with savings 
banks all over the country. Instead of asking the cus- 
tomers to deposite a small sum in the bank each week 
for a year to supply Christmas funds, the hardware 
store, through extensive advertising in the newspapers 
and by circular letters, invites customers into the store 
throughout the summer and fall months to select Christ- 
mas merchandise. Upon the customer’s selection the 
article is put away and a “Christmasy” looking certifi- 
cate-receipt, printed in red and green, is issued 
upon a down payment. Space is provided for 
the entering of subsequent payments which are 
so divided that the total will be paid just be- 
fore the holidays and the article purchased is 
then delivered. An additional inducement is 
offered to the customers in the shape of a 3 
per cent discount on the total price of the 
article purchased, credit for which is given 
when the last payment is made. Mohr-Jones 
contend that they can well afford to grant this 
rather large discount because they have the 
use of at least part of the purchase price 
weeks before the merchandise is delivered and 
they are, in reality, paying only a small rate of 
interest on additional working capital. 
Naturally in order to successfully use this 
Christmas savings plan it is necessary to have 
all holiday merchandise in the store and on 
display much earlier than is usual in other 
stores. In fact, Christmas toys, bought with a 
fall dating, begin to arrive early in July and by 
the first of November holiday sales are well 
under way. As the real holiday season ap- 
proaches, non-Christmas goods are moved out 
of the way and the holiday displays are extend- 
ed until the whole store is given over to gift 
merchandise. Toys especially are featured 
and while the regular toy department is aug- 
mented by a greatly enlarged stock toys are 
also introduced into practically every depart- 
ment in the store—toy tools and tool chests are 
put in the regular tool department, doll furni- 
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Borrowing a Christmas Idea 
from the Bank 


ture and dishes go into the house furnishing department 
and so on through the rest of the store. One big ad- 
vantage to this policy is that it relieves the toy depart- 
ment of the usual time wasting congestion and hubbub 
found in the ordinary toy department at holiday time. 

Some idea of the extent of the Mohr-Jones holiday 
sales may be gained from the fact that the total annual 
volume of toys sold last year was $25,000 of which ap- 
proximately 80 per cent was Christmas business. The 
stock carried during the fore part of the year averages 
about $1,500 and this is raised to nearly ten times as 
much by November when the sales are reaching their 
peak. Last year less than $300 worth of this Christmas 
stock was carried over to be worked into the “summer” 
stock. With the toy business bringing customers to the 
store it is only to be expected that other gift merchandise 
would find ready sale—in fact over 50 per cent of the 
store sales volume of $12,000 in fancy-ware and elec- 
trical appliances is holiday trade, also handled on the 
Christmas Savings Club plan. 


Below is reproduced the form used by the 
Mohr-Jones Hardware Co., Racine, Wis. The 
original form was printed in red and green, 
giving a thoroughly Christmas appearance. 
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1—A high grade window display by the Clark Hardware Co., Jamestown, N. Y. 2—Another window with Christmas atmosphere 

by the Sumner Co., Moncton, N. B., Canada. 3—A variety of Christmas lines were displayed in the window of Mohr-Jones, 

Racine, Wis. 4—Cutlery dominated this Christmas window by Sumner Co., Moncton, N. B. 5—Holder Hardware Co., Bloom- 
ington, Ill., presented electrical appliances and other lines here. 
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Electric appliances displayed by the Central 
Hardware Co., Fitchburg, Mass. 
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6—Housefurnishings played an important part in this window of E. M. Cope, Redlands, Cal. 7—Another housefurnishings window 

by A. L. Keifer, Milwaukee, Wis. 8—Glassware and china came in for attention in this interior display of Osborne Hardware Co., 

Holyoke, Mass. 9—AlIl lines were represented in this window of David Mahoney, Schenectady, N. Y. 10—A good winter scene 
displaying vacuum sweeper and washer lines. 
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Novelty lines such as shown above by the 
Greig-Van Nattan Hardware Co., Springfield, & 
Ill., and the other three displays by the John 
B. Varick Co., South Manchester, N. H., are 
excellent for the holiday trade. 


Novelties and Fancy Pieces Should Be 
Added for the Holiday Trade 


HRISTMAS gives the hardware merchant a 
wonderful opportunity to add new lines of gift 
specialties, some of which might not be practical 
all year, but which would have a profitable sales 

appeal during the holidays. It is also a good time to 
introduce any new lines. People are in the proper frame 
of mind to inspect new lines, and will be attracted to the 
store, showing a variety of gift specialties, even though 
considered foreign to the store’s usual scope of stock. 
John B. Varick Co., South Manchester, N. H., main- 
tains a very elaborate and complete gift wares depart- 
ment on the second floor. The displays include silver- 
ware, fancy glass and china pieces, glassware sets, china 
sets, smokers’ outfits, vases, lamps and items of a novelty 
nature. The biggest call for this class of merchandise 
comes during November and December with Easter and 


June weddings taking a good second place. Throughout 
the rest of the year there is some demand for bridge 
favors, party prizes and for anniversary and birthday 
gifts. The pictures of Varick’s gift department shown 
on this page were taken, developed and printed by the 
photographic department of John B. Varick Co., itself 
a profitable department. The lines shown in these pic- 
tures lend themselves to a special Christmas display, and 
many of these pieces should at least be in your special 
holiday stock. 

According to J. A. Van Nattan of the Greig-Van 
Nattan, Hardware Co., Springfield, IIl., a “gift depart- 
ment” in a hardware store is not only a profitable propo- 
sition in itself, but also performs the highly desirable 
function of drawing women customers into the store. 

(Continued on page 70) 
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Christmas Merchandising Suggestions 


patrons will spend more money when the music is 
good. William E. Barnes, Memphis, Tenn., found 
out that music helps to loosen the purse strings when 
customers come to his hardware store for their Christ- 
mas shopping. He hired the best jazz band he could 


Be pevous wil 3 owners have found out that their 


find, advertised it in the newspapers and put a big 
sign across the front of the store. 


As a result he had a 














full house throughout the holiday season. If you have a 
high school orchestra or professional band in your town, 
put them to work a few days before Christmas. You 
will be surprised how a little lively music will help in- 
crease the totals in your cash register. 


ANG up a large papier mache stocking, with gifts 
sticking out of the tdép. - Put a slit in the side so 
that children can drop in their Santa Claus letters. 
Advertise this feature and be sure to encourage the child- 
ren to write their names and addresses clearly. This will 
help you work a live wire mailing list for some intensive 

















Solicit the parents for the sale of 
The 


Christmas selling. ; 
items mentioned in the letters of the children. 
stocking will add just so much'atmosphere to your holi- 


day decorations. 


reasonably to distribute special advertising tags to 

motorists. These can be obtained in a style which 
permits you to hang them over the steering wheel or on 
the door handle of closed models. The message of the 
tag should be one suggesting a visit to your store when 
seeking holiday gifts. A special comment on auto acces- 
sories and tools might be appropriate for this purpose. 


Sexson boys or Boy Scouts could be hired very 


A. PHILSON, manager of the paint department 

D of E. M. Cope Commercial Co., Redlands, Cal., 
® and also in charge of window display and interior 
decoration, has a fine Christmas idea which he exp'ains 
as follows: “The interiors of our first and second floors 
were beautifully decorated to carry out the spirit of 
Christmas. Our passenger elevator, which is in the 
center of the building, was covered with red brick crepe 
paper, with a Christmas display around it and a big 
sign reading : “Take our elevator up the chimney to Toy- 
jand.’ This idea was also carried out by our advertising 
manager and was quite a feature as well as a novelty 
which both parents and children seemed to enjoy. We 
enjoyed the finest holiday trade the company has had in 




















twenty-five years.” This idea could also be adapted to 
stairways in case you do not use an elevator. It is novel 
touches like this which identify your store as a leader 
for the sale of holiday gift merchandise. 


HE stores that have been successful in the stag- 
ing of a Santa Claus impersonation, real make up 
on the face of the Santa takes the place of the old 
fashioned false face. Children are nimble brained and 


are not easily deceived when the old method is used, 
but the white eyebrows, whiskers and moustache placed 
with theatrical cement, permitting the natural facial ex- 














pressions will surely convince the kiddies that old Saint 
Nickolas still lives. Try this out once and you will 
enthuse over the greater results obtained. 

In localities where it is possible the Santa will do well 
to learn the children’s names and make it a point to 
speak to them, calling them by name. It positively puts 
the idea over and clinches the argument in the child’s 
mind for some time to come. 























Juvenile Vehicles Make Good Gifts 


ANY a healthy boy is wait- nei display and advertising appeals must 

ing anxiously for the be made to both sexes. 

dawning of Christmas Fred Straub, who operates a suc- 

Day, the time when he will cessful store in Evansville, Ind., 
receive his new automobile, coaster, places a metal name plate on every 
roller skates, scooter, pedal car, ve- juvenile vehicle sold. This gives 
locipede or some other juvenile his store name, address and tele- 
vehicle, which he has _ requested phone number and is mighty good 
Santa Claus to wiggle down the advertising. The child hoping for 
chimney on Christmas Eve. Ve- a new vehicle for Christmas will 
hicles in the hardware store are, of probably want one like that of some 
' course, about as staple as tacks. child in the neighborhood, and the 
Every real hardware store displays a fairly complete line parefits vpon whom the demand is made will be told 
and nearly every dealer we have talked with agrees on frequently that it can be bought at Straub’s The metal 
one point: That is, the best way to sell vehicles is to have used by Straub measures one half inch wide and two 
adequate room to and one _ half 
permit the young inches long. It 
prospects to try is easily applied 
out any model to any wooden 
which appeals. portion with two 

A fairly good brads. 

aisle will be suf- Many dealers 
ficient. Give a find that Kiddie 
boy an opportu- Kars, small 
nity to try one of pedal cars and 
those snappy ju- kindred popular 
venile autos in gift items are 
your store and effectively  dis- 
the sale is abort played with fair 
half made. Lit- sized life-like 
tle girls of today dolls placed in a 
use _ practically riding position 
the same _ ve- in the saddles of 
hicles as _ boys these vehicles, 
plus doll car- making the <lis- 
riages. Your play realistic. 
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TARTING the day after Thanksgiving, the en- 

tire hardware store of J. J. Moreau & Sons, 

South Manchester, N. H., takes on its Christ- 

mas holiday dress. Each display breathes the 

spirit of Christmas giving, and suggests to the customer 

some sensible hardware “Gift of Utility.” The business 

operated by Arthur E. Moreau is well departmentized, 

and each department makes its special sales appeal for a 

share in the holiday gift money. Mr. Moreau is Mayor 

of South Manchester and first vice-president of the New 

England Retail Hardware Association. He tells us that 

at least 50 per cent of the December volume is in holiday 
merchandise and staples purchased for gift purposes. 

An interesting department is that devoted to auto ac- 
cessories, tires and other equipment for the motorist. A. 
St. Pierre has charge, and tells us that each year he sells 
more accessories for gifts, and that holly paper and 
colored twine wrapped around the various items of this 
line help make the sales. Many manufacturers make a 
specialty of adding this holiday outer wrapper, which 
may be removed from any merchandise unsold at the 
close of the Christmas selling period. 

“Obviously,” says Mr. St. Pierre, “every motorist 
would appreciate new pairs of warm driving gloves, tire 
gage, tire, new horn, car heater, set of skid chains, set of 
maps and guide books, fraternal emblems, a set of spark 





A portion of the auto accessory department of J. J. Moreau & Sons, South Manchester, N. H. 


Give Your Auto Accessory 
Department 
———a Holiday Tone 
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plugs, a good jack, pump or set of tools. Many folks 
would not realize this if we did not dress up our acces- 
sory department in holiday fashion, use plenty of Christ- 
mas colors and feature those lines which are holly paper 
covered. Haying a good location (up front to the right 
as you come in) we attract many of those who come to 
shop. Give us a chance to talk about some auto item as 
a gift and the sale is made. People readily appreciate 
the utility of accessories and usually will buy the better 
quality for gifts. 

“About 30 per cent of our all-year accessory business 
is with local garages. We do not consider them competi- 
tors but customers. Our holiday accessory trade, how- 
ever, is almost entirely with the consumer direct. 

“We get real winter weather and find a very active 
market for such cold weather numbers as winter fronts, 
windshield cieaners, skid chains, radiator covers, robes, 
wings, car heaters and such items which make winter 
driving more pleasant. Like any other useful line in the 
hardware stock, if properly displayed in holiday style, 
auto accessories will enjoy a good sale, make the recipient 
of the gift happy and bring a profit to the store.” 

Mr. St. Pierre has found many families chipping in at 
Christmas time to purchase what they term a gift for the 
family car. This idea has merchandising value, and can 
be used in your selling and advertising appeals. 
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A Few Remarks on Price-Cutting 


By Saunders Norvell 


tion of details and side issues, almost every 

business situation can be boiled down to its 
essential facts. Then the problem, which, at first, 
appeared complicated, is usually found to be a simple 
one. 


B' careful, honest, straight thinking and the elimina- 


: te 


As we all know, on account of the fierce competition 
that now exists in this country, the reduction in profits 
and the continued high cost of doing business, many 
concerns are not especially enjoying this Era of Profit- 
less Prosperity. These conditions lead to situations, par- 
ticularly between competitors, that call for very straight 
thinking. It may be interesting to our readers for me 
to tell some of the cases that have come under my 
observation. They are actual business situations that I 
know have existed and are existing. 

* * x 

In a certain industry that sells raw material almost 
entirely to manufacturers, one large producer, by a 
secret cut in price, took a very valuable account away 
from one of his competitors. Of course when this 
manufacturer stopped buying from his original source of 
supply, they realized what had happened. As this con- 
cern was not any too strong financially, in order to keep 
their business going they very naturally offered a cut 
price to another manufacturer, this cut price being less 
than the cost of production.- They secured a large 
order. This order would at least keep them going for a 
year, even if they did not make any profit. With this 
producer, it was not a question of making profits—it 
had become a question of existence; a question of not 
shutting down the factory and going into the hands of 
a receiver. A third producer in the same line of busi- 
ness, learning of these cuts, issued a circular in a spirit 
of retaliation in which he cut the price to the entire trade 
of the country—big and little. 

* * aK 

Now we have the situation where this entire industry 
is on a price basis of less than the actual cost of pro- 
ducing the goods. In this situation, these several pro- 
ducers, in turn, with their cut prices ao} went after 
the business of a manufacturer who uses a_ large 
quantity of their goods. One would suppose that this 
manufacturer would have been delighted at the oppor- 
tunity to buy his goods at a lower price. Here was an 
opportunity for him to obtain a raw material at a figure 
that would lead to a reduction in his manufacturing 
costs and, hence, if he maintained his own prices, to his 
making a larger and more satisfactory profit. 

ok * * 

However, imagine the surprise of these three pro- 
ducers when this manufacturer told them flat-footed that 
he did not wish a lower price. He told them, in fact, 
that, with conditions as they existed just at present, all 
of them were using exceedingly bad judgment to cut 
prices. This manufacturer said to them: “If you cut 
prices on your raw material, logically, it will only be a 
question of time until this price-cutting will travel to 
the manufactured product. Just now, we are making 
only a small profit on the manufactured goods and we 
can not stand a cut in price. As manufacturers, what we 


desire more than anything else is a stabilization of the 
market. If you cut your prices and if we cut our prices, 
this cutting of prices will automatically lead to a cur- 
tailment of business because everyone knows that the 
general trade never buy freely on a declining market.” 

“Now, gentlemen,” said this manufacturer, who evi- 
dently had his nerve with him, “stop and think this thing 
over. Do not quote us any cut prices. Go home and 
withdraw the cut prices you have already made. Do 
your level best to fix up the situation. We ourselves 
will not be parties to any plan to demoralize our line of 
goods, and the first step is to stop the people from whom 
we buy our raw material from starting the demoraliza- 
tion.” 


, 


* * * 


Naturally, the position taken by this manufacturer, 
judged by common standards, was a rather original 
one. In discussing the situation with him, I asked him 
to go a little deeper into his view of the situation. 
“Well,” said this manufacturer to me, “we are one of 
the largest users of this product in this country. 
Naturally, we have always enjoyed an inside price on 
account of the quantity of the goods we buy. We have 
never used this inside price in our sales price. We have 
set it aside as an extra profit and it has helped us in 
developing our business and in giving better service to 
the trade.” 

* * ok 

“But don’t you see, if all these producers in this line 
sell their goods at cost or at less than cost, they are not 
in a position to do anything, either for themselves or 
anybody else? When a market is demoralized and goods 
strike cost, the price is usually the same to everybody 
and even large and intelligent buyers can not obtain 
any special inside prices. Therefore, it does not take 
much intelligence to see that it is not to the interests of 
a large buyer to see the market on any of the goods he 
uses go into a demoralized condition. Unfortunately,” 
said my friend, “there are a number of buyers who buy 
for large institutions who have not thought deeply 
enough into the subject to see the truth of this principle.” 

: ae a 

Under present conditions, I think there are a good 
many jobbers and manufacturers who should think over 
the above conclusion of my far-sighted friend, who is one 
of the most successful manufacturers in the United 
States—-a man who, in good times and bad, has always 
managed his business so as to come out with a profit. 
It is curious, however, to see a large buyer who, under 
present conditions, was not waiting to accept a cut price 
but who, on the contrary, recommended to the sellers 
that they come to their senses and stabilize the market 
on their goods. 

+s * 

Here is another interesting case that has recently come 
under my observation: In a certain industry, there is a 
very powerful seller who, by reason of almost unlimited 
capital and a great variety of products, has, by cutting 
the prices in one department of his field, practically 
eliminated all of his competitors. There are only three 
or four manufacturers left in this field in the United 
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States. None of these manufacturers is making any 
money. This powerful manufacturer announced on a 
certain date that he proposed to again cut the price. 
One of his weaker competitors, who carries a large 
burden on his business in the form of bonds, went to 
this powerful rival and said: “Now, let us lay our 
cards on the table. Let us talk straight. You now 
sell a very large proportion of the goods in this line. 
You are selling these goods without any profit because 
you make profits on other goods that you manufacture 
in other lines. Just what is your object? Do you 
expect to kill off all of your competitors in this line and 
he the sole manufacturer of this line in the United 
States ?” 
* € « 

“No,” replied the powerful manufacturer. “ Naturally, 
that situation would not appeal to me. Naturally I must 
have a certain amount of competition.” ‘All right!” 
said this weaker manufacturer. “Which would you 
rather compete with—a concern like ours in our present 
condition or a concern like ours in the hands of a re- 
ceiver? There is no question whatever that if this 
competition continues as it has been, we are going into 
the hands of a receiver. If we do go into the hands of a 
receiver, I will probably be the receiver myself. Natur- 
ally, as a receiver for the business, I will be relieved of 
the obligation of paying interest on bonds and I can 
also escape from many other obligations under which we 
now labor. In other words, don’t you see that, as a 
receiver, I could be a much harder competitor for you 
than I am at present?” Now, the curious point in this 
situation is that this powerful manufacturer never 
seemed to have thought of this. He was so busy with 
his other affairs that he had not thought exactly what 
would happen in the future if he continued selling this 
line on a destructive basis. 

- ok * 

“But,” said I to my friend who was telling me these 
interesting things about American business today and 
who also told me that these cases were not uncommon ; 
that, no doubt, there were many of them in the trade in 
all of the various lines, “isn’t it the object of these 
manufacturers today who are taking advantage of their 
strong financial position, to freeze out weaker competi- 
tors, to get the entire market in their hands and to after- 
ward be in a position to advance prices ?” 

Ss 

To this inquiry he made the most surprising answer. 
“No,” said he. “I do not think that is true. What I 
do think is true in many industries is that the leading 
men—the men who have the capital invested—the real 
owners of the enterprises, when their businesses are in 
a prosperous condition, have practically turned over the 
selling end to sales managers who have no financial stake 
in the business. These sales managers are interested 
only in sales. They are interested only in making sales 
records. They get their regular salaries just as long as 
sales keep up. These sales managers, being only salaried 
men, are not directly interested in either the general 
welfare of the industry as a whole or the future of the 
companies for whom they are working. They are inter- 
ested only in their monthly salary checks and _ their 
monthly sales. Now,” said this manufacturer, “I am 
of the opinion that many of these sales managers in the 
United States today are doing things in the way of 
authorizing cut prices without the slightest thought of 
what it all means and the heads of these businesses, in 
many cases, are not paying close attention to the busi- 
ness. They take the reports of the sales managers. They 
are not in close touch, and so entire industries are beine 
demoralized by the antics of sales managers whose busi- 


ness vision and judgment, to say the least, are exceed- 
ingly limited.” 
* * 

This merchant told me that in one industry he took 
occasion to call the attention of the head men in the 
business to some of the things their sales managers were 
doing. This led to an investigation of conditions upon 
the part of the heads of several large enterprises. These 
proprietors, who are older, who are mellower and who 
are not stirred up by the selling battle and all of the 
animosities and jealousies that arise in the selling of 
goods, got together quietly and talked over what their 
sales managers were doing. 

 & ¢ 

The result of this meeting was that the sales managers 
received the surprise of their young lives in some of the 
instructions that came to them direct from headquarters. 
Human nature is always human nature. All of us are 
very apt to be more generous on an expense account 
with someone else’s money than we are when we are 
traveling and paying the bills out of our own pocket! 
All of us, being human, are more inclined to cut prices 
when the loss of profits as a result of the cut comes out 
of the pocket of some one else! “In other words,” said 
my friend, “in my opinion, in the present selling situa- 
tion in the United States, it is right up to the pro- 
prietors of the business to make a very thorough investi- 
gation of what their own selling organization is doing.” 

se 4 

This veteran in the trade continued: “How short- 
sighted some of these successful manufacturers are! 
Suppose, with the accumulated capital from past profit- 
able years, they have a comfortably filled war chest and 
with a surplus in the form of this war chest have suc- 
cessfully eliminated all of their smaller competitors. 
Then suppose these manufacturers should decide to ad 
vance prices. What would happen? Don’t you know 
that in Europe, especially in Germany and England, this 
splendid market of ours here in the United States is 
being studied carefully by powerful European interests ? 
Now, in England and Germany, conditions are such 
that trained manufacturers in many lines can not expect 
to accomplish any very great results in the next few 
years. It must not be forgotten that there is still a 
good deal of capital left in both England and Germany. 
A certain amount of this capital, added to a certain 
amount of American capjtal, and both added to experi- 
ence in manufacturing surely should mean something. Of 
course the United States think that they are protected 
by our present tariff wall. Many manufacturers are 
resting with a feeling of security in the shadow of this 
wall. However, suppose some of. these German and 
English manufacturers should decide to buy out some 
of these weaker American manufacturers and put their 
technical knowledge back of these factories. What will 
happen then to the short-sighted American manufactur- 
ers who wished to hog all of the business for them- 
selves ?” 

This, to me, was a most interesting view and when [ 
compared this suggestion with several things that | 
happened to know had already taken place in the United 
States, I saw how easily the thing could be worked out. 
As a matter of fact, in certain industries, the Germans 
especially are already at work again in the United States. 
In some cases under American names and in other cases 
under their old German names, they are again at work 
slowly and carefully, but surely, building up the indus- 
tries of which they have such thorough knowledge and 
in which their diligence and good common sense is sure 

Continued on page 70 
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Louis C. Scheller Passes On— 
Western Hardware Executive 
Louis Charles Scheller, vice-president 
and general manager of the Union Hard- 
ware & Metal Co., 411 E. First Street, 
Los Angeles, Cal., died suddenly from a 





Louis C. Scheller 


stroke, at his home in that city, on the 
morning of Nov. 3, 1927. 

Mr. Scheller was born in San Jose, Cal., 
and received his early education and train- 
ing in that place. In 1887 he moved to 
Los Angeles and accepted a position as 
secretary with the Schoder-Johnston Co, 
later becoming treasurer. This firm was 
subsequently incorporated as the Union 
Hardware & Metal Co. 

Mr. Scheller had been the general man- 
ager of the organization for the past 
twenty-nine years and under his direction 
it has grown to be one of the largest job- 
bing houses on the Pacific Coast. He was 


a very courteous gentleman, unostentatious, | 


yet diplomatic and well versed in handling 
difficult situations and a large organiza- 
tion. 

Mr. Scheller is survived by his widow 
and two daughters. His son, E. A. Schel- 
ler, holds an executive position with the 
company. He was 65 years old. 





Connecticut Assn. Officers Guests 
of The Nutmeggers 


The Nov. 9 meeting of The Nutmeggers, 
held in the Burritt Hotel, New Britain, 
Conn., was honored by a visit from the offi- 
cers of the Connecticut Hardware Asso- 
ciation. F. T. Blish, president of the asso- 
ciation, Donald A. Hallock, first vice- 
president, and Henry S. Hitchcock, secre- 
tary, were introduced by Nutmegger Pres- 
ident Linford C. White, The Standard 
Tool Co., who presided at the meeting. 

The speaker of the evening, “Don” Hal- 
lock, F. Hallock & Co., Derby, Conn., 
spoke upon the topic, “Selling Washing 
Machines.” Mr. Hallock told how his com- 
pany had distributed so far this year over 
fifty carloads of washers and how his 
salesmen visited the factory in Newton, 


| Iowa, to acquire a thorough knowledge of 
the products which they sold. 

Nutmegger Gillis, Precision Grinding 
Wheel Co., Philadelphia, Pa., explained 


of their many uses. President F. T. Blish 
extended the greetings and best wishes of 
his association. 

Nutmegger Karl Martin, Minnesota 
Mining & Mfg. Co., was announced as the 
| speaker for the December meeting. It was 





| decided to accept the invitation of The | 


Hardware Boosters, New York City, and 
attend their meeting in a body. Arrange- 
ments for this visit were placed in the 
hands of President L. C. White. The en- 


annual Nutmegger banquet would take 
place in the evening of the day before the 
Connecticut Hardware Association’s con- 
vention, which will probably be held in 
Hartford, Conn. 





Continental Screen Co. Issues 
Five Territorial Catalogs 
Continental Screen Co., 1323 Book 
Building, Detroit, Mich., recently issued 


an unusual series of catalogs, covering its 
entire line of screen doors, window screens 


the company apportioned its line into five 
sections, southern, southwestern, central, 
eastern and western. Each territory has 
a neat, attractive catalog devoted to the 
screening which is in greatest demand in 
that section. The five catalogs are uniform 
in size and appearance and together de- 
scribe, illustrate and list the entire line of 
the Continental Screen Co.’s products. 

A new and improved window screen is 
shown which has many improvements over 
other similar products. It is called the 
“Continental” and is made with 14 or 16- 
mesh wire. 


Hamilton Elected Secretary 
American Radiator Company 


/ 

R. J. Hamilton has been elected secre- 
tary of the American Radiator Co., New 
York City, Mr. Hamilton was secretary 
of the company in 1920, but retired at that 
time from active participation in the com- 
pany’s affairs. 
counsel and has now returned to his former 
position. 


Michael D. Dugan Dies 


Michael D. Dugan, for many years an 
associate in the George W. Peck Co., El- 
mira, N. Y., and manager of Peck Hard- 
ware Co., Canandaigua, N. Y., died sud- 
denly on Nov. 8. Mr. Dugan had been in 


be making progress towards recovery. 

Mr. Dugan was well and _ favorably 
| known to the trade in that part of the 
| state. He was an active member of sev- 
|eral local business organizations and a 
| past director of the New York State Re- 
| tail Hardware Association. He is sur- 
| vived by a son and three daughters. 





tertainment committee reported that the | 


|and ventilators. Realizing that the various | 
sections of the United States require | 
screening to suit their individual needs, | 


He was retained as legal | 


ill health for several years following a | 
slight stroke in 1924, but was thought to | 


| 





The Alaska Freezer Co. Buys 
Auto Vacuum Freezer Co., Inc. 
The Alaska Freezer Co., Inc., of Win- 


how grinding wheels are made and some | Cchendon, Mass., has purchased the manu- 


factured stock, good will, patents, trade- 


| marks and all personal property of the 





Auto Vacuum Freezer Co., Inc., of New 
York, and plans to continue the manufac- 
ture of Auto Vacuum freezers under the 
name of the Auto Vacuum Freezer Co., 
of Winchendon, Mass. 





H. C. White Co. Is Sustained by 
U. S. Supreme Court 


Several months ago the United States 
Circuit Court of Appeals decided in favor 
of the H. C. White Co., North Benning- 
ton, Vt., sustaining the claim of the com- 
pany to the mechanical patents on the 
Kiddie Kar. This decision culminated liti- 
gation spread over a period of several ’ 
years. 

The United States Supreme Court has 
recently denied the petition of the defen- 
dant to review the decision of the Circuit 
Court of Appeals, leaving the H. C. White 
Co. the victors in this important case. 





Devoe & Raynolds Appoints 
Clausen Advertising Manager 


Vincent D. Clausen has been appointed 


| director of advertising and merchandising 





| 


' 


| of the Devoe & Raynolds Co., Inc., New 


York City. This appointment will take 
effect on Dec. 1. 
Mr. Clausen has been associated with 





Vincent D. Clausen 


several advertising agencies, and in 1921 
he joined the Devoe & Raynolds Co. as 
an assistant to the advertising manager. 
Two years later he became president of 
the Ajax Advertising Agency, Inc., New 
York City, who handled the Devoe and 
other accounts. 





Aldus C. Higgins, Chairman 
Worcester Golden Rule Fund 


Aldus C. Higgins, treasurer of the Nor- 
ton Co., Worcester, Mass., has been made 
chairman of the Golden Rule Fund, special 
corporations divisions, for the campaign 
being conducted by the Worcester Welfare 
Federation. 
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Ghattes J. Fix Celebrates Golden 
Wedding Anniversary 


Charles J. Fix of Buffalo, N. Y., 


a 
prominent New York State hardware 


man, will celebrate on Nov. 22 the golden | 


anniversary of his wedding. Mr. Fix 














Chas. J. Fix 


despite his seventy-one years, is at his 
place of business every morning, manages 
a large sheet metal establishment and 
store and in addition spends several hours 
daily at the American Savings Bank, of 
which he is vice-president, and at the 
Freehold Savings and Loan Association, 
of which he is treasurer. He often re- 
fers laughingly to his early retirement 
from school at twelve years of age and 
the busy life then thrust upon him in 
order to make a living and to help with 
the family finances. His first job was as 
a printer, which business he changed from 
in 1881 to become clerk for Henry Go- 
rono, at that time a prominent hardware 
merchant in Buffalo. 

Since 1892 Mr. Fix has conducted his 
own business at the same location, 808 
Main Street, incorporating as Chas. J. Fix 
& Sons Co. in 1909. 

In addition to his other activities, fra- 
ternal and social, Mr. Fix served as al- 
derman four years and as county treas- 
urer for three years. He is also past 
president of New York State Retail 
Hardware Association and for many years 
was a director of that body and of the 
national association. 


Brooklyn Dealers Met Nov. 10— 
Grafenstadt Talks on Price Trend 


About twenty-five members attended the 
Nov. 10 meeting of the Brooklyn Hard- 
ware Association, held in the Johnston 
Building, Brooklyn, N. Y. President H. A. 
Vogt presided, and the genial secretary, 
Robert Pearsall, handled the duties of his 


office with customary efficiency. Past Pres- | 
Grafenstadt gave a talk on | 
in hardware buying and | 


ident H. A. 
current trends 





| 
| 
| 
| 


Past President H. A. Cornell conducted 
the question box discussion, which brought 
out reports that business to date for 1927 
is about equal to business for the same 
period of 1926. 


N. R. H. A. President R. J. Atkinson 


| urged members to give more attention to 
the business control system of the Na- | 


tional Retail Hardware Association and 
suggested that each Brooklyn member sub- 
mit to the national office a complete work 
sheet for a control analysis. 





Ralph M. Powers Heads National 
Steel Tank & Mfg. Co. 


Ralph M. Powers, for 20 years asso- 
ciated with the Kewanee Boiler Co., Ke- 
wanee, IIl., has been elected president of 
the National Steel Tank & Mfg. Co., 
Bradford, Ill. 


Robert P. Kelley Leaves 
Clemson Bros., Inc. 
P. Kelley, 


sales manager of 


Robert 


| Clemson Bros., Inc., Middletown, N. Y., 





| 
| 


prices, quoting from clippings taken from | 


recent issues of HarpWARE AGE and The 
Tron Age. This talk by Mr. Grafenstadt 


has been so interesting and popular it has | 
been decided to make it a regular monthly | 


feature. 


resigned his position on Nov. 1, 1927. Mr. | 
Kelley has not announced his plans for the | 


future. 
Masback Supplement Features 
Many Christmas Gift Items 
Masback Hardware Co., Inc., 82 Warren 


Street, New York City, wholesale hard- 
ware distributors, recently issued an Elec- 


trical Hardware Catalog covering all ap- | 


pliances and sundries carried in its electri- 
cal department. A price service section 
covering goods shown is found in the back 
of the book. Many of the items are par- 
ticularly interesting for the Christmas 
holiday gift selling season. 





Harry E. Mathews Advanced 
Now Manages Charlotte Office 


Harry E. Mathews, for the last eight 
years assistant manager of the Charlotte, 
N. C., office of the Morse Chain Co., 
Ithaca, N. Y., has been appointed manager 
of the office. He succeeds the late George 
W. Pritchett. 


Letter of Sympathy Sent to New 
England Flood Sufferers 
A letter of sympathy toward hardware 


men of New Hampshire, Vermont and 
western Massachusetts, whose homes or 


| stores were damaged by flood, was sent 


Tuesday evening, Nov. 8, by the New En- 
gland Hardware Dealers’ Association, and 
a number of individual dealers. The letter 
asked how aid in the rehabilitation could 
be given. 


The letter was signed by the associa- 


tion in the name of Henry Duncan, Ever- 
ett, Mass., president. 


Frank E. Mason, G. S. Wilson, Fred S. 
Armor and William G. McIntyre, all of 
3oston; Arthur C. Lamson, Marlboro, 
Mass.; and E. W. Hinckley, Detroit. 


Other signers were: | 
D. Fletcher Barber, John H. Williams, | 


Llew S. Soule Addresses Balti- 


more Association 


The Baltimore Retail Hardware Asso- 
|ciatien held its regular meeting at Vir- 
ginia Dares Restaurant, 311 North How- 
|ard Street, Baltimore, on Tuesday, Nov. 8. 

Llew S. Soule, editor, HARDWARE AGE, 
was the speaker of the evening, and gave 
a very interesting and instructive talk on 
modern competition. Mr. Soule first gave 
|a detailed analysis of the independent 
|merchant and his place of business. He 
then analyzed the merchant’s competition 
with special reference to the chain store 
and the reason for its growth. The bal- 
lance of the talk dealt with the measures 
|to be used in competing with the chains. 
| The address was well received, and Mr. 
| Soule received a rising vote of thanks for 
his cooperation. 

Another feature of the program was an 
illustrated lecture with motion pictures en- 
| titled “The Jewels of Industry,” given by 
| Vernon Wells of The Carborundum Co., 
Niagara Falls, N. Y. The film dealt with 
'the discovery of carborundum, the manu- 
| facture of carborundum products and their 
luses in various industries. 
| At the regular annual election of offi- 
cers, scheduled for this meeting, Ernest 
| Johannessen was unanimously reelected 
| president of the association. The other 
| officers of the association were also re- 
elected. These included Carroll D. Ru- 
| dolph, vice-president; C. J. Ritterhoff, sec- 
retary, and George A. Schumann, treas- 
urer. 


The All-Rite Co. Appoints New 
Sales Representatives 


Frederick Haase, 1165 Broadway, New 
York City, eastern sales manager of the 
All-Rite Co., Rushville, Ind., has announced 
several new sales representatives. W. J. 
Barkley, Boston, Mass., will be in charge 
of New England States; Charles H. Fry- 
burg, Philadelphia, Pa., will take charge 
of the Middle Atlantic States, and A. A. 
Weider, Rochester, N. Y., is in charge of 
New York State. 

This company manufactures light lunch 
equipment. 


Lindemann ‘Issues Catalog 


Catalog No. 44 has recently been issued 
by O. Lindemann & Co., 35 & 37 Wooster 
St., New York City. This book describes, 
illustrates and lists the many types of 
cages for canaries, parrots, monkeys, etc., 
as well as the stands and sundries which 
the company manufactures. The cages 
are all well built, nicely finished and mod- 
ern in every detail. The Lindemann com- 
| pany has been granted 23 patents on cage 
improvements. 





Frederick D. Kees Dies 


Frederick Daniel Kees, president of the 
F. D. Kees Mfg. Co., Beatrice, Neb., 
| passed away on Oct. 20, 1927. Mr. Kees 
| possessed keen business judgment and won 
the esteem and respect of all who were 
| associated with him. 
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Metropolitan Hardware Men Discuss 
“Business Control’? Nov. 4 


. 
Under the auspices of the New York | 


State Retail Hardware Association, about | 


} 


175 hardware men, of the Metropolitan | 


district, met in the Red Room of the Mc- 
Alpin Hotel, New York City, on Friday, 
Nov. 4, to discuss “Business Control.” 
State Secretary John B. Foley was stage 
manager and N.R.H.A. Pres. R. J. At- 
kinson, Brooklyn, N. Y., was presiding 
officer. Those in attendance were mem- 


bers of the Brooklyn Hardware Associa- | 
tion, North Jersey Hardware & Supply | 
Association, Manhattan and Bronx Hard- | 


ware Association, Westchester County Re- 
tail Hardware Association, and of the 
Hardware Boosters. 

A. H. Gallagher, Clover Business Ser- 


vice, and Clover Mfg. Co., South Norwalk, | 


Conn., complimented the hardware dealers 
on their splendid, well organized and well 


managed local, state and national associa- | 


tions. He offered his services to help the 


great work of the various hardware or- | 


ganizations. 


Mr. Gallagher said we must learn new | 


ways of doing things, that we have a year 
of good business ahead but must study 
our business, and learn through contacts 


what others are doing to solve current | 
| vear, in order to obtain the 5c. profit. It 


kindred problems. 

Llew S. Soule, editor, Harpware AcE, 
spoke briefly welcoming Rivers Peterson, 
editor, Hardware Retailer, to New York 
City. Mr. Peterson spoke later on “Busi- 
ness Control.” 


W. Glenn Pearce, field secretary, Pasha; ! 


Geo. Worthington Co. Issues 
Fall Supplement Catalog 


The George Worthington Co., 802 St. 
Clair Avenue, N. W., Cleveland, Ohio, has 
issued a Fall Supplement to its regular 
catalog, listing items regularly in stock, 
which are especially salable during the 
fall and holiday season. 


Al. Birkenmeier, Jr., secretary Jersev as- 
sociation; Ed. Ferguson, president Man- 
hattan and Bronx association; H. A. 
Vogt, president Brooklyn association, and 
Robert Pearsall, secretary Brooklyn asso- 
ciation, were introduced. 

Mr. Foley distributed sample sheets of 
the N.R.H.A. business control system and 
suggested that everyone follow Mr. Peter- 
son’s talk by entering the figures he read 
from a survey on a western store. 

Mr. Peterson urged hardware men to 
keep an accurate record of costs. selling 


Damascus Steel Products Plans 
New Large Factory 


| Ground was recently broken at the cor- 
ner of Kishwaukee Street and Twenty-first 
Avenue, Rockford, Ill, for a new modern 
factory building for the Damascus Steel 
Products Corp., Rockford, Ill. This new 
building will be one story high, cover ap- 
proximately 15,000 sq. ft. and cost $70,000. 

This company, now located in another 
| part of Rockford, was organized six years 
| ago and has grown so rapidly that during 
'the last few years a day and night force 
| have been employed. The corporation was 
founded and has been developed by C. A. 
Palmgren, president, and H. M. Hanson, 
secretary-treasurer. 


volumes and other items necessary in main- 


taining a business control system. Such 
practice he said would not take much time 


yet would be very valuable in showing each | 


dealer which way his business is headed. 
In nart he said: 
“Tt is impossible to plan how much can 


be made in the next year unless you know | 


how much it will cost you to do business. 
Determine the cost of doing business last 
year. Then, if a 5c. profit on each dollar 
sale is desired, it is not a difficult problem 
to find out the percentage which represents 
the cost of doing business. With this fig- 
ure it is just another step to determine 
what the amount of sales should be next 


is also necessary to budget yearly ex- 
penses, else they will go sky-high and you 
will only do what your business will let 
you do. Keep a firm hand on your busi- 
ness, work harder. make sacrifices, if you 
really want to make a success.” 


plained the care of log bands. There is a 


' short article suggesting the care that should 


be taken of small circular rip and cut-off 
saws, and several illustrated descriptions of 


| various lumber companies’ plants. 


In the back of “The Saw Kerf” will be 
found a report of the proceedings at the 


| recent annual meeting in Chicago, IIl., of 


The catalog has over 70 pages, each pro- | 


fusely illustrated. A special price list is 
incorporated with figures applying to the 


items in the supplement. Among the many | 


items which are described, listed and il- 
lustrated are: glass ovenware, silverware, 
cutlery, heaters, juvenile vehicles, rifles, 
auto accessories, radios and radio acces- 
sories and electric trains. 


“The Saw Kerf” Fall Number 
Issued by E. C. Atkins & Co. 


E. C. Atkins & Co., Indianapolis, Ind., | 


recently issued the Fall Number of “The 
Saw Kerf,” an interesting and instructive 
booklet which is published several times a 
year. 

Within the covers are numerous well 
written articles and attractive illustrations. 
John B. Woods, a forester of The Long 


the National Hardwood Lumber Associa- 
tion, for which event E. C. Atkins & Co. 
supplied the handsome convention badges. 
These badges were made of oxidized silver 
with the colors of the association in hard 
fired enamel. 


Rostand Issues Catalog No. 4 


The Rostand Mfg. Co., Milford, Conn., 
manufacturers of special automobile acces- 
sories, has recently issued Catalog of Auto- 


motive Hardware No. 4. 


Bell Lumber Co., has written on “Refor- | 
estation.” H.C. Atkins, president of E. C. | 


Atkins & Co., gives an account of the de- 
veloping of chain saws. “Friction” is the 
topic under which Don R. Forsythe has ex- 


This catalog is profusely illustrated, list- 
ing and describing the varied line which 
the company manufactures. 


National Brass Price List 


A new price list applying to catalog No. 
25 has recently been issued by The Na- 
tional Brass Co., Grand Rapids, Mich. The 
catalog lists the company’s line and gives 
special attention to the new No. 8000 and 
9000 series of tubular locksets and latch- 
sets. 


Wooster Brush Shipping Room 
Scene of Triple Wedding 


The shipping room of The Wooster 
Brush Co.’s factory in Wooster, Ohio, was 
recently transformed into a garden arbor 
for a tripple wedding ceremony. The 
three brides and one of the bridegrooms 
| were employees of the company, and it 
| was at the suggestion of the officers of 
| that organization that the wedding was 
| held in the factory. 
| Over two hundred people, officers, em- 
| ployees and friends, witnessed the ceremony. 


Gilbert Co. Presents Watches 
to Three 50-Year Employees 


| Three men who had each served the 
| William L. Gilbert Clock Co., Winsted, 
Conn., for 50 years were presented re- 
cently with handsome watches, suitably en- 
graved, to commemorate the event. A 
meeting was called of all the superin- 
tendents, assistant superintendents and 
foremen of the plant, at which time C. E. 
Williams, general manager, presented the 
watches to Beecher H. Hamilton, Thomas 
P. Joy and Amos A. Ladd. 


Frederick Collins Passes On 


Frederick Collins, president and man- 
ager of Collins-Kellett Co., Inc., Alexan- 
dria Bay, N. Y., died at the family home 
in that town on Nov. 3 after a long ill- 
ness. Mr. Collins was 59 years of age 
and had been a prominent citizen of the 
town for many years. 

He was in partnership with A. A. Kel- 
lett, Thomas Kellett, T. and Frank Mc- 
Guire, and Louis Tassey in the firm of 
McGuire, Collins & Kellett. Later the firm 
was incorporated under the present name. 


Odgers Joins L. P. Smith, Inc. 


E. B. Odgers, for many years connected 
with Smith & Hemenway Co., Irvington, 
N. J., has become affiliated with Landon P. 
Smith, Inc., Irvington, N. J. Mr. Odgers 
is now on the road for the latter organ- 
ization, covering Pennsylvania, Ohio, 
Maryland, District of Columbia, Dela- 
ware, West Virginia, western and south- 
ern New Jersey. 
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The Remington Weekly Letter 


Kleanbore Ammunition 


Certainly, you want to know what progress we are 
making on Kleanbore center fire cartridges and on 
Kleanbore loaded she'ls! The facts are as follows: 


The experts in our laboratories have been work- 
ing for more then a year on experiments with 
Kleanbore center fire cartridges end loaded shells. 
It wes not an easy job. There were certain prob- 
lems to be solved that did not arise on Kleanbore 
rim fire cartridges. However, this laboratory work 
has been completed, the problems have been solved, 
the new cartridges and shells have been tested, and 
we are now going into production. 


The center fire ammunition will be labeled 
**Kleanbore,” with the same style label as on the rim 
fire curtridges. The copyrighted trade mark 
*‘Kleanbore” will be emphasized. I might szy here, 
in passing, that in our advertising of Kleanbore, in 
the future, we also will emphasize the word 
“Remington” with the word “Kleanbore”’— 
*“Remington-Kleanbore.” This will eventually make 
one complete line of metallic ammunition, under 
the one brand of “Remington-Kleanbore.” 


On loaded shells, the question came up of 
whether it would be best to bring out a new line of 
loaded shells, as Kleanbore shells and to sell this 
line along with our other lines. After consultation 
with a number of our customers, it was decided not 
to do this, beczuse it seems the trade do not wish 
to add to the number of shells. It finally was de- 
cided to continue all of our old shells, with exactly 
the same labels, except that Klezenbore will be 
added and emphasized on the label. For instance, 
our Shur Shot Shell will be labeled as “Kleanbore- 
Shur Shot.” 


It will be our policy, as we bring out ezch size of 
Kleanbore-Center fire cartridges, and the various 
loads of Kleanbore-Loeded Shells, to start filling 
orders with Kleanbore goods. On a sheet of paper, 
under each cover in the original czse, there will be 


a suggestion to stock clerks that the new Kleanbore 
goods be placed in the back of the shelf, while the 
old goods in stock be placed in front, so that they 
will move out first. 


We do not expect to ship center fire cartridges 
and loaded shells, under the Kleanbore brand, 
until early next spring. We will not start a national 
advertising campaign on the complete line of Klean- 
bore ammunition and shells until our customers 
have complete stocks, but we will continue our 
present Kleanbore advertising on rim fires. In 
the meantime, you, of course, understand that we 
have a complete stock of Kleznbore cartridges in 
the rim fire sizes, which we have been supplying to 
the trade. 


Please, however, do not specify Kleanbore center 
fire, or Kleanbore loaded shells, on orders, as we 
will not have a complete stock for several months 
to come, and as our old stock becomes exhausted, 
we will ship Kleanbore, whether this brand is speci- 
fied or not, as, of course, all the trade and the users 
desire to have Kleanbore just as soon as possible. 


In this letter, we are ettempting to answer the 
many questions on this subject that are coming to 
us by mail.. We will ask distributors of our goods, 
both wholesale and retail, to read the letter care- 
fully, so that they will understand the present situa- 
tion end our plans for the future in bringing out 
additional Kleanbore goods. 


The Remington-Kleanbore brand of center fire 
cartridges and loaded shells—just as in the case of 
rim fire cartridges—will be brought out without any 
additional advance in price, on account of this 
improvement in ammunition. 


A little later, we will have an important announce- 


ment to make on the subject of patents, now owned 
by us, covering the Kleanbore idea. 


President 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


We have had a number of requests for reprints of these News Letters, to be distributed 


to salesmen and others. 
upon request. 


We shall be glad to supply any of our customers with copies 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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Cleveland Reports Better Business— 
Some Price Changes—Collections Fair 


CLEVELAND, Nov. 15.—Hardware business continues fairly good. Cool- 
er weather has stimulated both wholesale and retail sales somewhat. 
The demand for most lines of staple merchandise is steady and some 
business is being taken in seasonal good for spring shipment. 
and ammunition are still active and radio equipment is moving well and 
in about the same volume as a year ago. 


dise is as yet being sold. Ice skate 
There is more of interest to report 


prices are out on poultry netting and wire cloth, screen doors and rope 
Poultry netting prices are the same as have prevailed 


for next year. 


recently, but lower than those put in effect a year ago. 


and screen doors there is a slight 


have been reestablished for next year. 


have declined. 
Collections are fair. 


(Cleveland office of HARDWARE AGE) 


Guns 


Not much holiday merchan- 
sales have improved. 


on prices than for some time. New 


On wire cloth 
advance. Present prices on rope 
Prepared roofing and steel pipe 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—While tire sales are not as 
heavy as recently, the demand is about 
normal for this season of the year. 
Prices are unchanged. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3%: in. 
Liberty cord, $6.60; heavy duty over- 
size, 75; 32x 4 in. Liberty cord, 
$11.15; heavy duty oversize, —— ~* 
balloon tires, 27 x 4.40, $9.15; 

4.40, $9.65; 30 x 5.25, $15.95; 32 7 6. 
heavy duty, $22.50 ; 32 x 6.20, heavy 
duty, $26.75; tan ‘tubes, 30'x 3%, | 
$1.60; 32 x i: 2.50; 34 x 414, $38.10; 
balloon tire ‘tubes, gray, 27 x 4.40, | 
$1.80; 29 x 4.40, $1.85: 30 x 5.25, $2.59; 
32 x 6, $3.10; 32 x 6.20, $3.50. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $3.75. Derf spark plugs, 96c. 


each for all size in lots of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 
BOILER LIQUID, ETC.—The seasonal 
demand for boiler liquid is moderate, 
but is expected to improve when the 
weather becomes colder. 
Jobbers quote f.o.b. Cleveland: 
Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. ; 


Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 





$4.50 per dozen 
Hercules boiler liquid, quart cans, 
$2 each. 


CORRUGATED ROOFING.—This is 
moving very well considering the late- 
ness of the season. 


Cleveland jobbers quote No. 28 
gage, 1% in., corrugated roofing at 
$4.01 per sq., f.o.b. Pittsburgh, for | 


ten squares or over. 
DRAIN PIPE CLEANERS.—tThese are | 
in very good demand. 


Jobbers quote f.o.b. Cleveland: 
Breonomy plumber, drain pipe cleaner, 
$2 per doz. in 1 lb. cans; same in 2 
lb. cans, $3.90 per doz. The 1 Ib size 
is packed 1, 2 and 3 doz. to a carton. 
The 2 Ib. size is packed in 1 and 2 
dozen. cartons. 


GAME TRAPS.—Sales, which were 
slow early in the season, have become 
quite good. 


_Jobbers quote f.o.b. Cleveland: | 
Victor line No. 0, $1.10 each; No. 1, | 
$1.38 each: No. 11%4, $2.44 each: No | 
91, double er, $2. 44 each; United | 


Jump, No. $1.59 each: Bn 1, $1.83 
each; No. Lig’ $2.81 eac 


|GLASS CLOTH 


clubs. 


» 


openly quoting $2.50 per keg for wire 
nails, but that price has been rather 
common for some time. 
| are moving rather slowly. 


WARE.—This con- 
in very satisfactory 


GLASS BAKING 
tinues to move 
volume. 

Jobbers quote 


f.o.b. Cleveland: 


Casseroles—ltound or oval, 1-qt., 
$1; 1%-qt., $1.17; 2-at., $1.33; square, 
$1.17, casseroles with fancy covers, 
35c. higher. 

Pie Plates—S-in., 50c.; 9-in., 60c.; 
10-in., 67c. 

Bread Pans—No. 212, 6(0c.; No. 214, 

Utility Dishes—No. 231, 67c.; No. 
232, $1. 

Senses, —2 cups, $1.67; 4 cups, $2; 


6 cups, $2.33. 
AND CEL-O-GLASS. 
—Both these items continue in good 
demand. 

Cleveland jobbers quote glass cloth 


24c. per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass, 
12c. per sq. ft. 


ICE SKATES.—The demand for ice 
skates is picking up and jobbers are 
selling quite a few skiis and hockey 


Cleveland jobbers quote skates: 
Alumo professional shoe, $8 per pr.; 
polished Alumo, $6.75 per pr.; satin 
finish, $5.50 per pr. Crusader, $4 per 
pr. Union Hardware Co. skates, No. 
1624, S84ec. per pr.; No. 1624%, $1.19 
per pr.; No. 52412, hockey, $1.27 per 
pr.; No, 5624 ladies’, $1.12 per pr.; 
No. 562414 ladies’, $1.44 per pr.; No. 
52414 ladies’ hockey, $1.55 per pr.; 
No. 42412, $1.93 per pr.; extension 
bob, 40 cents per pr. 


NAILS AND WIRE.—Mills are now 


Nails and wire 


Jobbers as follows from 


stocks: 
Nails—Less than car lots, $2.90 per 


quote 


for spring delivery. 


Cleveland jobbers quote Air-O-Gas 
gasoline stoves No. 326, $24; No. 327, 
$28.50; No. 330, $34.50; No. 324, $39; 
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325 


No. 328, $72; No. 322 
{yng prices are sub- 
3 per cent discount. 


No. 325, $45; 
range, $114. 
ject to a 33 1- 


PIPE.—A price reduction of about 5 
per cent has been made on steel pipe. 


Cleveland jobbers guete l-in. to 3- 
in. black steel pipe, 57% per cent off 
list and galvanized 45 per cent off 
list less than car lots, f.o.b. Lorain, 
Ohio, or Pittsburgh. 


POULTRY NETTING AND WIRE 
CLOTH.—Prices for next season are 
out on poultry netting and wire cloth. 
Poultry netting prices are the same as 
have prevailed recently, but quite a bit 
lower than those placed in effect a year 
ago. Wire cloth has been advanced 
about 10 cents per 100 sq. ft. 


Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
ft.; bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ft. rolls 10 cents additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; galvanized before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 
5 per cent off list. 


RADIO EQUIPMENT.—Receiving sets 
and tubes continue in satisfactory de- 
mand. 


Cleveland jobbers quote: Philco AB 
socket power units, f.o.b, Cleveland, 
6-180-volt, AB-686, $69.50; AB-386, 
79.50; 6-150-volt, AB-663, $59.50; 
AB-356, $69.50; 4-volt, AB-463, $58.50; 
AB-423, $65; 6-volt, A socket power 
units, A-603, $32.50; B socket power 
units, B-86, $45; B- 603, $32.50; Philco 
trickle charger, TC-60 $12.50. 

Above prices are po car to 40 per 
cent discount. 


ROPE.—Present prices on rope have 
been reaffirmed for next spring ship- 
ment. Quite a little business is being 
taken for that delivery. 


Cleveland jobbers quote best grade 
of manila rope at 23%4c. per Ib. for 
factory shipment and 24c. per lb. for 
stock shipment; sisal rope, 16c. per 
lb. for factory shipment and 16%%c. for 
shipment from stock. 


STOVES.—Heating stoves are now 
moving well, particularly the new types 
of circulating heaters. 


SCREWS.—The demand is steady and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 
wood screws, 85 and 20 per cent; flat 
head japanned, 67%, 20 and 40 per 
cent; round head blued, 72%, 20 and 
40 per cent; flat head brass, 72%4, 20 
and 40 per cent; round head brass, 
70, 20 and 40 per cent. 


WEATHERSTRIPPING. -- Sales have 


keg; No. 9 galvanized wire, $3.35 per 
100 Ib.; No. 9 annealed wire, $2.90 ; 
per 100 lb.; cement-coated nails, $2.90 been heavy this season and the demand 
per 100 1b.; polished fence staples, is still good. 
seemtes a8.08 oe — fence Cleveland jobbers quote: No. 50 Air 
Barbed Wire—Barbed wire stock Seal, $2.25 per 100 ft.; Home Com- 
shipment. Lyman, 4 point, $3.13 per fort, white, $5.50 per 100 ft.; Maroon, 
— spool. Hog wire, $3.38 per 80- $4.55 per 100 ft. 
rod spool. 
WINDOW VENTILATORS. — These 
OIL AND GASOLINE STOVES.—Job- . . 
2 ‘ continue to move quite well. 
bers are taking quite a few orders for ie - in ae ee 
Jobbers quote No. : .80 per 
| these, particularly for gasoline stoves Gon:; No. 2, $500 per Gea: No. 03. 


$5.60 per doz.; No. 3, $6.40 per doz.; 
No. 4, $7.60 per doz.; Hygiene metal, 
Nos. 1814, 22 and 25%, $1.50 each; 


No. 33%, $2 each; No. 36, $2.25 each. 
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aybe youre on 
the wrong track 


If you have anything to do with doors that slide—heavy doors or light ones 
—you know that the door-hangers run on metal tracks. If the track is 
wrong the doors don’t work properly. 

Richards-Wilcox door-hardware—hangers, brackets and track—is so 
well-made, so carefully and scientifically designed, that when it’s properly 
installed it works right; almost never gives any trouble. We know it’s right. 

Lately we’ve been getting trouble calls; and when we send an engineer 
to straighten things out, he finds that the job has been “‘botched” by put- 
ting up some other track than ours. There are cheap substitutes being 
made, and sold to unwary buyers who care more for an extra profit than 
for an honest value to a customer. 

The hangers and brackets have our trade-mark and name stamped on 
them; so has the track we make. It isn’t a real Richards- Wilcox job unless 
our name is on the hangers, brackets and track. ’ 


You'll avoid trouble by being sure of our mark. Look out for 
any attempt to sell you anything else. The guarantee does not 
apply unless hangers, brackets and tracks are Richards- Wilcox. 


AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity Los Angeles SanFrancisco Omaha Seattle Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 
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Seasonal Weather Has Quickened Demand 
for Hardware in Pittsburgh Territory 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Nov. 15.—Seasonal weather has brought some quicken- 
ing in the demands upon the hardware trade in the items that usually 
do well at this time of the year it is still hard to find either a jobber or 
a retailer who is entirely satisfied. Reasons lay somewhat beyond and 


outside of the hardware trade itself. 


prices have been growing more reasonable and that business is not up 
to the average of recent years cannot well be charged to costs, while 
there is more variety than ever before and quality is being maintained. 
It may be that the total volume of hardware business is not as much be- 
low the average as is indicated by the reports of hardware jobbers and | 
retailers, since the chain drug and department stores have made a mate- | 
rial incursion upon their field, but as it applies to this district, the opin- 

ions of the hardware dealers are probably well founded since the re- | 
ports of the business of their competitors likewise is rather unfavorable. 
It all boils down to the fact that buying power is somewhat impaired 
by the rather low stage of activity of the principal basic industries of 


the district. 


A little snow and some cold weather have been reflected in the de- | 


mand for tire chains and for automobile radiator protecting fluids. 
Game traps are mentioned as doing well, even better than they did last 
year. There is a good call for weather stripping and not much complaint 
is heard as to the movement of heaters and heating accessories. Next | 
year’s prices for woven wire cloth will be approximately 10 per cent 
higher than those of the past year and makers of screen doors and win- 


dows have advanced their prices 2 to 5 per cent. 
noted in linseed oil and turpentine. 
in the recent 5 per cent reduction, now are available. 


are slow. 


AUTOMOBILE ACCESSORIES.— 
Chains are doing better and there has 
been a notable increase in the demand 
for alcohol and other fluids used to 
protect radiators from freezing. Job- 
bers quote: 


Alcohol.—In barrel lots, 49c. 
per gal. 

fvo.—In 55-gal. drums, $2.25 per 
gal.; 30-gal. drums, $2.30; 3-gal. cans, 
$2.45. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 


to 57e. 


Freezmeters. — Best, 60c. each; 
good, 45c. 

Hydrometers. — Standard makes, 
65c. each. 


BOLTS, NUTS AND RIVETS.—Manu- 
facturers are maintaining a firm price 
stand in the face of rather light demand 
and protests of hardware jobbers 
against the extra charge of 10 per cent 
for broken cases still go unheeded. De- 
mands upon the jobbers are not notable 
for either size or number. 


Boits.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts. 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 

Nuts.—All styles, 60 to 62% per 
cent off list. 

Rivets.—Large, $3.50 base, 
pieces; small wagon and 
rivets, 60 per cent off list. 


GAME TRAPS.—This is proving a 
good year for game traps, with most 


per 100 
tinners’ 


jobbers reporting sales to be ahead of | 
Since a good many miners | 


last year. 
are idle and it has been necessary to 


ping than usual. 


| fill-in character. 


| 





They quote: | 


| 
| 


Weakness still is 
Prices for automobile tires based 


For more than a year hardware | 


Collections still | 


there is much more hunting and trap- | 


Jobbers quote: 


Victor, No. 0, $1.10 “* doz.; No. 1, 
$1.38; No. 1%, $2.44; No. 2. $3.36: 
jump, No. 0, $1.59; No. 1, $1.83; coil 
spring, No. 1, $1.28; Gibbs. tat it 
$5 per doz.; mat grip No. $1.88 ; 
No. 2, $3.35; No. 3, $5.50; No. "4 $6.70. 

“GUNS AND LO A DED SHELLS.— 

' Major demands appear to be satisfied 

and current business is largely of a 

Jobbers quote: 
Shells.—Repeater or Nitro Club 12 

gage, 3 in. x 1% in., $32.22 per 1000; 
chilled, $34.17 per 1000, with other 
loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each; Savage, Model 1921, 
1a each; Remington, Model 17, 
37.54 

HEATERS.—A satisfactory business i is 
reported in both oil and gas burners. 
Jobbers quote: 

Oil Heaters.—According to size and 
style, $3.75 to $6 each. 

Gas Heaters.—Radiant type, $9 to 
$65 each; reflector type, $2.25 to 


$13.50. 

HUNTING CLOTHING.—There is still 
some call, but orders reflect that the 
demand for this year has been largely 
supplied. Jobbers quote: 


Coats, $2.25 to $6.50 each: vests, 
$1.35 to $2.25 each; trousers, $2.50 to 
$4.50 per pair. 


| LANTERNS.—There is still a good call 
| for lanterns, more especially from the 


apportion work in the steel plants, | 


rural districts. Jobbers quote: 


Monarch lanterns with white globes, 
$8 per doz.: with ruby globes, $10 per 
doz.; Little Giant lanterns with white 
rlobes, $11 per doz.: with ruby globes, 
$13 per doz.; D’Lite, $13 per doz.; 
junior wagon, $17.25 per doz.: Cole- 


man gasoline, No. 327, $5.25 each; 
No. 427, $6. 

PAINTING SUPPLIES.—Demand con- 

tinues to taper, but at no steeper pace 

than usual at this time of the year. Oil 

and turpentine have eased off further in 

priee. 

Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2: white lead, 13%c. 
per Ib. in 100-Ib. lots ; 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 65c. per gal. in barrel 
lots; raw linseed oil, 11.1le. per Ib. in 
barrel lots. 

WEATHER STRIPPING. — Continued 
good demand is noted, particularly for 
metal stripping, which most manu- 
facturers put up in cut lengths ready 
for placing, enabling the man of the 
house with average skill to do as good 
a job as the regular weather stripping 
companies. For windows, metal strip- 
ping comes put up in seven 3-ft. 
lengths and for doors in four 3-ft. 
and two 4-ft. lengths. Jobbers quote: 

Meta-Felt, % in., $19.50 per 1000 
ft.;: % in., $26 per 1000 ft.: cushion, 
all ‘felt, No. 18, $2.40 per 100 ft.; No. 
19, $2.85 per 100 ft.; No. 20, $3.25 per 
100 ft. 

3urfo, hard bronze, 3 and 4 ft. 
lengths, 5c. per ft., net. 

WINDOW VENTILATORS.—This is 
one of the good sellers in today’s mar- 
ket. Jobbers quote: 


No, 01, $4.40 per doz.; No. 02, $4.80; 
No. 1, $5. 20; No. 2, $5. 60; No. 3, $6.40. 


| WIRE GOODS.—Next year’s prices for 


screen wire cloth will be approxi- 
mately 10 per cent higher than this 
year’s and, in keeping with that ad- 
vance, next season’s prices of screen 
doors and windows show advances of 
2 to 5 per cent. 


WIRE PRODUCTS.—Not much activ- 


| ity is noted in any of the common 


| 
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wire products. Nails are moving fairly 
steadily, but the call for fence and 
fencing materials is slow. 
We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 


(per 100 Ib.) Annealed <—— 


Nos. 6 to 9 gage....... $3.00 
| BRT ee 3.05 3.50 
BP SO deenbeudecuseen’ 3.10 3.55 
i. Me” Kh edadeareanes’s 3.15 3.65 
ee | Bee rr re 3.25 3.80 
Pi EE 6 ebb hvad se auawous 3.35 4.00 
| Sap! Re 2 3.55 4.25 
DRE isxuceesdesewenes 3.75 4.45 
Barbed wire (per 80-rod spool): 
De SE oS cas cvs sg ae nek sons 2.90 
RTT ee 3.10 
RO, EE se ackamee 4 bee nee o'% 3.35 
OE IED. oc ncic as buncaves . 2. 3.10 
2-point cattle (special) ......... 2.20 
Field Woven Wire Fence (per 100 
rods): 
RR ie Per ee $39.00 
eerie: oh oe 54.75 
LL. arse | Saree 27.10 
OD skh eS ab ek ooh as lee 36.15 
TS: EE aS eee: Se 
Ne SE ne A Mer 48.25 
Poultry: 
le ee ree ere $35.60 
SS FS eee 43.00 
ee re io, ee 48.50 
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Side by side, compare Columbian Tape-Marked Pure Manila Rope to any rope 


on the market. Compare it thoroughly, fibre for fibre, yarn for yarn, and strand for strand. 


Look at this actual reproduction ofa length of Columbian Rope. Notice the per- 
fect lay, with no more tension on one strand than another, assuring no cut in strands. See 


how uniform each individual yarn really is. 


Then, if you are still skeptical, send for a sample and place it along side any other 
rope. Columbian Rope will stand every test of comparison and the Columbian Guarantee 


surpasses all. 


On the strength of its own merits, you will find Columbian Tape-Marked Rope 
the easiest rope to sell you ever carried. Order it from your jobber and if he cannot sup- 


ply you, write direct to us. 





Columbian Rope Company 
352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 








Branches: New York Chicago Boston New Orleans 
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Holiday Goods Are Moving Freely— s * ,. 
Chicago Future Buying Reported Slow 


(Chicago office of HARDWARE AGE) NAILS.—The market is very steady, 
CHICAGO, Nov. 15.—Holiday merchandise and preparations for the | with good rate of sales. 
anticipated Christmas business is beginning to be the paramount factor We quote from jobbers’ stocks 
in the activities of the hardware trade. Dealers everywhere are appar- mon wise Rd Guamek aaanek see 


ently determined to capture a larger share of the holiday trade this year current orders, $2.95 per keg base. 
and are buying heavily such items as toys, sporting goods, fancy-ware | PAINTS AND OILS.—Prices are un- 


and the like. 


changed and sales are normal for this 


While the attention is focused on the coming holidays, there is also | season. 


We quote from jobbers’ stocks 


a good steady movement in staple hardware and a fair volume of future tou Chines: 


orders for spring merchandise. 


However, in this later connection, the Linseed Oil, Raw.—Barrel lots, 89c. 


per gal.; 5 barrel lots, 86c. per gal. 


total lack of any indication of advancing prices or a materially enlarged Linseed Oil, Solled.—Barrel lots. 


demand, is not conducive to stimulating a great deal of interest in future 


requirements. 


The local steel market continues weak and production remains at 
about 60 per cent of capacity. Railroads and automobile manufacturers 








92c. per gal.; 5 barrel lots, 89c. per 


gal. 
| Denatured Alcohol.—Barrel lots, 
581oc. per gal.; steel drums, extra 
$6 returnable. 
Turpentine.—Drum ots, 66c. per 
gal. net. 


are buying very little steel and other buyers are looking toward only White Lead.—100-lb. lots, $13.75; 


50-Ib. lots, $7; 25-lb. lots, $3.50; 


their immediate needs and in most cases specifications are not more 1214 1b. lots, $1.80. 


than a week or two ahead. There seems to be little likelihood of any 


Shellac.—(4\4-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 


material improvement in the situation until after the first of the year. English Venetian Red.—In barrels, 


$3.50 to $6.75 per 100 Ib. 
Dry Paste.—Barrel] lots, 7'4c. per lb. 





AXES.—Sales are about normal, with | 50, 3244c, each; less than case lots, 


no price changes for this season. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz. ; han- 
dled at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BOLTS AND NUTS.—Sales are normal 


and there is no change in prices. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—There 


a very satisfactory demand at this time 


and prices are firm. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots—less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz, pair, case lots— 
less quantities, 10c. per doz. pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass bit-keyved front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN. — Sales, especially on 


chains, are very good. Prices are un- | 


changed. 


We quote from jobbers’ stocks 
f.o.b. Chicago: *%*%-in. proof cow 
chains, $8.50 per 100-lb. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-4% electric 
welded cow ties, $2.75 per doz. 


ELECTRICAL MERCH A NDISE.— | 
There is an especially good demand for 


heating appliances and batteries. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Electrical merchan- 
dise—No. 14 rubber covered wire. 
$6.50 per 1000 ft.: in 1000 ft. lots, $6; 
No. 18 lamp cords, $12.50 per 1000 ft.: 
in 1000 ft. lots, $12; %-in. brush 
brass key sockets, 15%4c. each; two- 
way plugs, 45c. each, in lots of 10, 
40c. each; two-piece attachment 
plugs, 7%c. each; dry cells, boxes of 


PYREX WARE.—Thanksgiving | and 
36c. each. j Christmas mark tRe peak of the sell- 
Electrical Appliances.—Iron, Hot . ° ° 
Point, $4.20; lots of six. $3.89: Sun- ing season and dealers are buying in 

beam, $5: lots of six, $4.72. Per- anticipation. 
colator, Universal 9169, $16.65. 


| 


Radio Supplies.—Radio B batteries, We quote from jobbers’ stocks 
No. 766, $1.40 each; No. 766, pack- f.o.b. Chicago: % 
ages of 10, $1.30; No. 767, $2.62 each; _Bread Pans.—No. 212, $7.20 doz.; 
No. 767, packages of 5, $2.44 each: No. 214, $12 doz. 
No. 770, $3.40 each; No. 770, pack- _New Handled Casseroles.—Round, 
ages of 5, $3.17; No. 772, $2.62 each: No. 622, $12 doz.; No. 623, $14 doz.; 
packages of 5, $2.41: No. 486, $3.58 Oval, No. 632, $12 doz.; No. 633, $14 
each; No. 486, packages of 5, $3.33. doz.; Shallow Oval, No. 642, $12 doz. ; 
Battery Charges.—Apco line, lots or No. 643, $14 doz. 
less than 10, $9,90 each. Pie Plates.—No. 208, $6 per doz.; 
ln y r : ; No. 209, $7.20 per doz. 
GLASS SU BSTITUTES.—These items Tea Pots,—2 cup, $21 doz.; 4 cup, 
are in heavy demand for winter in- $24 doz.; 6 cup, $28 doz. 
closure of poultry houses, service wae ee 
porches, etc. No recent price changes. Iced Tea Sets.—$4 per set. 
We quote from jobbers’ stocks x] 4 j j 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 SAWS.—There eee 6 seasonably active 
ft. full rolls, $36.00 each; Glass-Cloth, demand and prices are unchanged. 
150 x 3 ft., full rolls, $12.00 each. We quote from jobbers’ stocks 


| GOLF GOODS.—Orders for golf goods f.o.b. Chieago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 


as holiday merchandise are increas- 24 in. $3 to $4.50: 26 in. $3.50 to $5: 
ingly heavy. : 28 in., $4 to $6; 30 in., $4.75 to $6.50. 
We quote from jobbers’ stocks SCREWS.—There is a very lively de- 
f.o.b. Chicago: High-grade wood be ‘ pe 
clubs, $2.50 each; irons, $2.10 each; mand at low prices now temporarily 
medium grade, $1.35 each; Crawford- ruling. 


McGregor steel shaft wood clubs, - : 
$4.50 each; Crawford-McGregor steel _ We quote from jobbers’ stocks 
‘ shaft iron clubs, $3.50 each; Grand f.o.b. Chicago: Flat head, bright 
Slam wood clubs, $4.75 each: Grane screws, 75-20-35 per cent; round head, 
Slam iron clubs, $3.35 each: U. S. brass, 7214-20-35 per cent; flat head, 
Royal Golf Balls, $6.50 doz.: St. brass, 7244-20-35 per cent; round 
Mungo Colonel Golf Balls, $6.50 doz. head, brass, 70-20-35 per cent. 
HUNTING CLOTHES.—Sales are in- | STOVE PIPE, FURNACE PIPE AND 
creasingly good as the hunting sea- ELBOWS.—There is a good seasonal 
son opens up. demand and prices are firm. 


We quote from jobbers’ stocks 


| ICE SKATES.—There is a good de- f.o.b. Chicago: 28 gage, 6 in. Blued 
| mand in anticipation of colder weather. Stovepipe, 13c. per ft.: 28 gage, 6 in. 
We quote from jobbers’ _ stocks 17 in. Galvanized ‘Coal Heda, $436 

f.o.b. Chicago: Key Clamp, Rocker, per doz.; 17 in. Competition Coal 
men’s and boys’, bright finish, 75c. Hods, $4.35 per doz 
pair. “oF 4 —— : Rocker, mers Om y 
women’s an girls’, $1 pair. Key — ; 

| Clamp, hockey, men’s and boys’, $1.20 TOYS.—The demand is much larger 

pair. | Half Key Clamp, hockey, so far than last season and indica- 
women's and girls’, $1.40 pair. Tu- tions are that this season will be one 


bular skates, men’s or women’s, racer 
or hockey, $5.50 pair. of the best ever. 


LANTERNS.—Sales are increasing 4S | TRAPS.—As the season advances sales 
| the days grow shorter. Prices are un- | are increasingly good. 





changed. We quote from jobbers’ stocks 

We quote from jobbers’ stocks f.o.b. Chicago: No. 0, $1.10 per doz. ; 

f.o.b. Chicago: Long or short globe No. 1, $1.38 per doz.; No. 1%, $2.44 
tubular lanterns, $13 per doz. net. per doz.; No. 2, $3.36 per doz. 
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ere’s a Real Salesman for you! 





Dimensions of display and sales case, 
10'4 inches long, 8!% inches high, 8 
inches deep, made of metal, of strong 
durable construction attractively finished 
in dull mahogany, full vision glass front, 
storage space in back for extra stock; re- 
movable display placque covered with 
fine quality black velveteen, with inset 
spaces that display the watches to the best 
advantage, creating an unusual eye-catch- 
ing sales appeal. 





This handsome, mahogany-finished metal 


Tip-top WATCHES DISPLAY AND SALES CASE 











are a lot of value featuring 
f h the NO. W24 NEW HAVEN TIP-TOP 
or the money Hee POCKET AND WRIST WAT€H SELECTION 
No. W24 watch selection consists of twenty-four (24) 
they sell on looks segules pace patiot and wrist watches with silver dials 
4 M4 S$ y of No. W24 Tip-T Watch Dealer's Total Suggested Total 
and satisfy on ser vice. iia ins Caciek” ere Cost Dealer's Consumer's _— 
Price Cost Prue ‘alue 
10—on/ly, TIP-TOP, POCKET WATCHES $14 Size’ ; » 
Silver Dial, Orna:e Hands, Black Cubist Numerals $1.00 Va $10.00 $1.50 Ea. $15.00 
WATCH YOUR WATCH SALES s—oniy, TIP-TOP POCKET, WATCHES / 14 Size) 7 ) i sa 
: iver ial, Radium ands an umerais.... 1.48 7.40 Re iy sa 
GROW when you feature and display 2~vnly, TIP-TOPSERVICE( lady's) WATCH, '6 size) ‘ 
New Haven Tip-To Watches—pop- Silver Dial, Ornate Hands, Black Cubist Numera.s 2.13 * 4.26 3.25 6.50 
i i i 1—only, TIP-TOP SERVICE (lady’s) WATCH ‘6 
ularly priced True Time Tellers with ‘Size, Silver Dial, Rad:um Hands and Numerals... 245 “ 2.45 pa 3.75 
non-breakable Krack-Proof Krystals, 4—on/y, TIP-TOP WRIST WATCHES (6 Size) . . 
silver dials, and smart octagon design. eg rnase Faemah Lok — 5 28 9.16 3.50 14.00 
2—only, - S SHES, (6 Size - 
Each watch passes a four-day accuracy ‘Silver Dial, Radium Hands and Numerals ........ 263°" 5.24 4.00 8.00 
test before leaving the factory. Backed 1—enly, No.W24 TIP-TOP WATCH Display ard seas Ga - 
4 oS VWaSC....--ceceee WTTTTECTILET TT eer e XXX A XX KXX 
by a century-old reputation for crafts- TT a 
manship and a nation-wide advertis- a total of $18.99 on an investment of only $39.51 $58.50 
ing campaign. Place an order with your jobber today 








ma NEW HAVEN CLOCK CO. 


NEW HAVEN, CONN. 


Copt. 1927, N.C. Co. , 
Lie. Ingraham ‘Pat. 14458 Makers of Good Clocks and Watches for more than five generations 
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RARER LE REAR ais 


Retail Sales for Year About Equal 
to Same Period of 1926 in New York Area 


NEW YORK, Nov. 15.—Reports from hardware retailers in the met- 
ropolitan territory indicate that 1927 business to date averages about 
the same as last year. It is generally believed that those who develop 
a substantial November and December volume on holiday gift items 


will find this year a little better than 1926. 


Jobbers continue to complain that individual orders run small and 
also repeat their warnings relative to such highly seasonal winter 
items as sleds, snow goods, ice skates, etc. They remind the trade 
that unless some idea of probable requirements is made known in 
advance there may be another shortage as has been experienced in 


these lines in previous years. 


There are no important price changes announced. Collections aver- 


age fair. 

BATTERIES.—Demand very good. Has 
been steady in this market all year. 
This is particularly true of radio bat- 
teries. Flashlight batteries have been 


sale stocks are apparently satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4 each. 
Sparklets, 9 7/12c. each packed in 
eartons of one _ dozen. Sparklet 
syrups, 50c. per pint bottle. 

Extra parts, pin washer, 15c. each; 





piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, 1bdc. 
each; head complete, $2 each, and 
Sparkler holder, 50c. each. 


SLEDS.—As in the case of ice skates, 
this active winter line shou!d be studied 


Enterprise meat chopper, No. 5, 


$2.25; No. 10, $3.82; No. 20, $8; No. 
12, $3.65; No. 22, $6.36, and No. 32, 
$7.75 each. 


in advance so that some idea of likely 
requirements will permit planning for 
the rush which comes with the first 
snowstorm. Each year local wholesale 
stocks are inadequate once the snow 
falls. Prices are not expected to change. 
Orders to date are reported only fair. 
Jobbers suggest that dealers plan their 


ICE SKATES.—Too early for outdoor 
‘skating, but indoor or rink skating has 











selling more actively since the termina- 
tion of daylight saving time. Radio 
batteries, of course, will be very active 
when the holiday radio demand begins. 
Stocks locally are apparently satisfac- 
tory. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 

Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, 35'%4c. 
each. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 


CLOCKS.—Current sale is very good 
and should increase heavily when holi- 
day buying starts. Prices are unchanged | 
and stocks are considered satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Alarm clocks, Big Ben, broken lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76: dozen 
lots, $1.70; and 2 dozen lots, $1.65: 
same luminous, broken lots. $2.46; 
dozen lots, $2.38, and 2 dozen lots, 


2.32. 

Black Bird, luminous dial. broken 
lots, $1.76; dozen lots, $1.70 and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22: dozen lots, $1.19. and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40: dozen lots, $1.36; 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern luminous dial, broken lots, $2.10; 
dozen lots, $2.04, and 2 dozen lots. 
$1.98. American, broken lots. $1.05: 
dozen lots, $1.02, and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, broken 
lots, $1.76; dozen lots, $1.70 and 2 
dozen lots, $1.65; same _ luminous. 
broken lots, $2.46; dozen lots, $2.38, 
and 2 dozen lots, $2.32. 


FOOD CHOPPERS.—Continues a very 


active item in this market. Prices are | 


unchanged and stocks satisfactory. 


JOBBERS'’ bg gp See TO RE.- 
TAILERS, F.O. NEW YORK 

Food » Bey Universal No. 00. 
$1.25: No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin food chopper, No. 1, $1.50 
— No. 2, $1.83 each; No. 3, $2.33 
each. 


needs on sleds and other winter lines to 
avoid shortages when needed most. 


been popular since August. When the 
outdoor season opens it is thought the 
retail hardware trade will find avail- 
able stocks inadequate unless they take 
some steps toward indicating likely re- 
quirements promptly. Skates are al- 
ways active as Christmas gifts and 
practically every year local stocks are 
badly broken the first two days of skat- 
ing. Wholesalers are urging dealers to 
give this line some thought to avoid 








shortage when skates are needed most. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 

| Ice skates, hockey tubular outfits. 

| with shoes, aluminum, for men_ or 

| 


women, $5.75 per pair; same nickeled, 

$6.75 per pair. Racing tubulars the 

| same prices. Men’s, sizes 4 to 11; 
| women’s, sizes 3 to 9. 

Club skate outfits, with shoes, for 


| men, sizes 4 to 11; for women, sizes 3 


to 9, $4.25 per pair. 

Men and boys, all champ club 
skates, 9 to 11% in., cast steel pol- 
| ished runners, 84c. per pair; same 
| nickel plated, $1.19 per pair. Same 


hockey model, $1.31 and $1.69 her pair 
| respectively. 
| Women’s club skates, leather back 
| strap, cast steel runners, $1.12 per 
pair; same nickeled, $1.44 per pair: 
same hockey model, $1.57 and $2 per 
pair respectively; 8 to 11 inches. 

Extension bob skates, 6 to 9 inches, 

| 45c. per pair. Skate key, 5c. each; 

skate holder, $5.25 each. Skate sharp- 
{ ener, 19c. each. 


| Ice creepers, No. 1, 13%4c. per pair; 
No. 3, 15\4c,. per pair, a No. 9, 32c. | 
per pair. | 


| LANTERNS.—Firm prices and a steady | 
| demand is reported. Stocks ample. 


| JOBBERS’ QUOTATIONS TO RE. 
| TAILERS, F.0O.B. NEW YORK: 
Lanterns, Hylo, 62%c. each: Vic- 

tor white globe. 66%4c.; Victor, ruby 
globe, 8344c.; Blizzard, No. 2, $1.08%; | 
Monarch, white globe, 66%c.: Mon- | 
arch, ruby globe, 8314c.: Little Wiz- 
ard, 75¢c.; D-Lite, $1.081%4: D-Lite, 

with large fount, $1.19; Sport, 46c. 

Junior Wagon, $1.50: Buckeye Dash } 
Lamp, $1.16%, and No. 39, Railroad, | 
$1.58%, and No, 30, Beacon, $2.62% | 
each. | 
N. B.—On all except Hylo an al- | 
lowance of 25c. per dozen is made on 

orders of three dozen or more. 
| SPARKLET SYPHONS.—Current sale | 
| is good. Large holiday trade expected. 


Prices are unchanged and local whole- 


Reading matter continued on page 64 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Flexible Flyers, No. Me $2.50; No. 2, 
$3.17; No. 3, $4; No. $4.33; No. 5, 
$5.83: Jr. Racer, 33,50 and Racer, 
$4.33. These prices are each and are 
equivalent to a discount of 33% per 
cent off list prices. 

Fire-Fly sleds, No. 9, $1.14: No. 10, 
$1.37; No. 11, $1.71; No. 12, $1.94: 
Racer, $2. These prices are each and 
are equivalent to 40 and 5 per cent 
off list. 

Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 


cent. 
STOVE SUNDRIES.—A few cold days 
in the past week gave impetus to sales 
in various stove sundries. 
| are good and prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., $13%c. 
each; 4% in., 15c. each; 5 in., 16%c.; 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 13%c. ; 
4% in., 14c.; 5 in., 15¢.; 5% in., 
1614c.; 6 in., 18c. each. 

Pipe dampers, cast iron, wooden 
handle, 4 in., 8%c.: 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 10%4c.; 7 in., 
13c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. diam- 
eter, 12 in a box, 6%c. each. 

Stove pipe rings, tin, lacquered, 
12 In a package, 4 in., 3%c. each: 
4% in., 3%c.; 5 in., 4%c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop 
handle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, 7c. 


19¢. ae Furnace pokers, wrought 
iron, 3 ft., 66c, each; 4 ft., 84c.; 5 
ft., $1, and 6 ft., $1.16 each. 

Flue _ scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, No. 54, 5%c.; 
No. 56, 54%c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, 1le. each. Extra heavy, one piece 
japanned scoops, 6 x 9 in., capped 
end, 16%c. each. Neverbreak fire 
shovel, 37c. seach. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each: 18 x 
18 in., 58c.; 24 x 24 in., 71c.; 26 x 26 
in., 78c.; 28 x 28 in., 88c.; 30 x 30 
in., $1.03; 32 x 32 in., $1.22; 35 x 35 
in., $1.52 each. 





Local stocks 














HARDWARE AGE for NOVEMBER 17, 1927 


63 























A good swinging Door Hinge 
is always in demand 





Your trade will be highly satisfied with the 


Natienal 


No. 240 Ball Bearing Floor Hinge 


| HIS Hinge is designed on a new prin- 
ciple that completely does away with 
all friction and swings open and closed 
with absolute quiet. Perfection at last in 
this type of hinge! 
Two independent units— 
an all-steel frame operating 
on a ball-bearing pivot carry- 
mmm = ing the en- 
s[ of «fof «f of af «f «f «/ «ff. tire weight 
: of the door, 
and _ spring- 
closing fea- 
ture, although independent of each other are necessarily 
combined. 
Along with this popular hardware item you should 
carry in stock the No. 225 Push Plate, illustrated. It is 
made of either wrought steel or solid brass and comes 
in a wide variety of finishes. 


Building booms are prosperous times for hardware 
dealers when they carry full stocks of dependable mer- 
chandise such as this. National Hardware, backed by 
twenty-five years of manufacturing experience, is uni- 
versally known for its high quality. 








No. 225 Push Plate 


STERLING 


National Manufacturing Company tiwois 
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Vermont Retail Trade in Flood 
Suffers Heavy Loss 


(Boston office of HARDWARE AGE) 

Boston, Nov. 15.—New England retail hardware dealers in the flood 
area suffered losses. The Vermont trade was particularly hard hit, 
but it is fighting to maintain itself. Numerous instances are reported | 
where the entire stock of merchandise in retail stores is lost. If water 
alone had to be .contended with the situation would not be so serious, 
but goods are covered with a thick mud, which spells ruin for every- | 
thing. Not only has merchandise been ruined, but transportation to | 
Vermont, particularly to the Rutland district, is only by greatly diversi- 
fied routes, another serious handicap. To show the fighting spirit of 
the Vermont trade it may be said that as soon as telephone service to 
Boston was available, jobbers received orders for shovels, hoes, axes, 
picks, bolts, nuts and the many other things needed to repair construc- 
tion and to clear the streets and roads. Boston jobbers sent these 
emergency orders over the road via truck and by the Rutland Railroad 
via the Boston & Maine Railroad to Albany, N. Y., and then to Rutland. 
A line has been opened from Portland, Me., into Vermont, consequently 
by the end of another week New Hampshire and Vermont retail dealers 
should receive goods more promptly. 

The losses in Vermont are so tremendous it is quite apparent that the 
retail trade will have to be given long term credits by the jobbing trade. 
That statement also applies to retail dealers in certain New Hampshire 
towns. It is believed in Boston that none of the retail dealers who have | 
been wiped out will give up; that all will resume business as soon as 
possible. Retail dealers outside the flood area are ordering merchan- 
dise freely, but in small quantities. Jobbers here say the broken pack- 
age demand is probably larger than at any previous time in their his- 
tory. Inasmuch as it takes much longer to put up orders for small 
amounts of merchandise there has been and is some delay in deliveries, 
but no real congestion in jobbing establishments. 





GUNS AND AMMUNITION.—Jobbers | 
have reduced their prices on Bull’s-eye | 
shot 25c. percase. There is a fairly good 


CHRISTMAS TREE OUTFITS.—Job- 
bers are pushing Christmas tree out- 


fits and securing results. The real buy- 
ing movement, it is said, should come 
within the next fortnight. Jobbers’ 
stocks are better assorted than they 


were a year ago. 


We quote from 
stocks: 

Candle Sets.—No. 8008, 8 light, car- 

bon, in lots of less than 50, 90c. per 
set net; in lots of 50, 85c.; No. 842, 
8 light, Mazda, in lots of less than 50, 
$1.34; in lots of 50, $1.31; No. 8000, 8 
light, Mazda battery, in lots of less 
than 50, $1.34; in lots of 50, $1.31; No. 
84, 8 light, Mazda, in lots of less than 
50, $1.60; in lots of 50, $1.56; No. 80, 
8 light, in lots of less than 50, $1.73; 
in lots of 50, $1.69; Fancy, 8 light, 
tungsten, No. 108, in lots of less than 
50, $1.73; in lots of 50, $1.69; No. 118F, 
in lots of less than 50, $1.40; in lots 
of 50, $1.35; No. 72, 7 light Mazda 
multiple, in lots of less than 50, $2.74; 
in lots of 50, $2.67. : 

Outdoor.—No. 111, 10 light, clear, in 
Jess than standard packages, $5.64 
per set net; in standard packages, 
$5.60. With assorted colored lamps, 
in less than standard packages, $6.09 
per set; in standard packages, $5.94. 

Window.—No. 161, in lots of less 
than 10 sets, $2.40 per set net; in lots 
of 10, $2.34. Torrid, No. 550, $3 per 
set. 

COTTON WASTE.—Although a small 
item with the retail trade in general, 
it is remarkable the amount of cotton 
waste shipped out of Boston by jobbers 
each week. 


We quote 
stocks: 

Cotton Waste.—In five pound bags, 
23c. a lb. net; in 10 Ib. bags, 21c.; in 
50 Ib. bales, 17c. White, in 1 Ib. 
eartons, 24c. a package. 


Boston jobbers’ 


from Boston jobbers’ 


demand for all kinds and makes of fire- 


arms required in the woods or brush. 
We quote from Boston jobbers’ 
stocks: 


Drep Shot.—Boy Scout, in tubes, 
| $4.15 per case net; B and larger, $2.55 
per bag. Bull’s-eye shot, $3 per case, 
net. 

Shot Guns.—Single barrel, Excell, 
12 and 16 gage, 28 in., with ejéctor, 
in lots of less than 10, $7 each net; 
in lots of 10, $6.85. 

Rifles —Hamilton. .22. with bolt 
action, No. 43, $2.60 each net. 


HATCHETS.—As is the case with axes 
and handles, there is a steady, although 
not large, demand for hatchets, par- 
ticularly those suitable for the holiday 
trade. 


Same as a year ago. 


We quote from 
stocks: 
Hatchets.—Boy Scout, Plumb. with 
sheath, $13.50 per doz. net: Kelley, 
fiint edge, with sheath, $14; without 
sheath, $11. 
HEATING PADS.—The cooler weather, 
in addition to the nearing of the holi- 
day season, is speeding up the move- 
ment of heating pads out of Boston job- 
bers’ stocks. The average order re- 
ceived, however, is conservative, say 
jobbers. 
We quote 
stocks: 
Heating Pads.—Electric, Universal, 
three heat, $5.65 each net; Thermax, 
single heat, $3.33, three heat, $4: 


Boston jobbers’ 


from Boston jobbers’ 





Torrid, three heat, $4.50. 
Reading matter continued on page 66 


Jobbers’ stocks are comfortably | 
large and well assorted. Prices are the | 





Area 
but Is Fighting 


| IRONS.--Jobbers say there is a call 


for irons for immediate as well as for 
holiday use. There is a sufficiently 
wide range in styles and prices to meet 
the requirements or fancy of the aver- 


| age housewife, and the popularity of 
| irons is growing every day. 


We quote from Boston jobbers’ 
stocks: 

lrons.—Travelers’, Sunbeam, steel 
case, No. CS60, in lots of less than 
six, $4 each net; in lots of six or 
more, $3.78. Torrid, two pounds, No. 
151, $3.50 each list; in lots of less 
than six, 30 per cent discount; in lots 
of six or more, 33 1-3 per cent dis- 
count. Universal, No. 9021, $2.65 each 
net. Universal in fireproof case, No. 
E9909, 6 Ib., $4.50 each net; No. 
£99043, 3 lb., $3.35. 


SCALES.—There is a call for both 
household and bathroom scales. House- 


| hold scales are wanted for immediate 


retail needs, but most of the buying 
of bathroom scales is for the holiday 
trade next month. 


We quote from Boston jobbers’ 
stocks: 

Scales.—House, Universal, No. 412, 
$1.60 each net; No. 1412, $1.90; Colum- 
bia, No. 6021, $1.25; No. 16021, $1.55. 

Bathroom. — Universal, No. 9300, 
$10.50 each net; Health-O-Meter, 
$10.50; in lots of four, $9.50. House- 
hold and baby, No. 425, $3.40 each net. 


STEEL WOOL.—Steel wool for house- 


| hold ‘use is selling all the time. As 


compared with a year ago, prices are 


| quite a little lower. 


We quote from Boston jobbers’ 
stocks: 
Steel Wool.—Household, No. 003, 


$6.80 per gross net. In 1 Ib. packages, 
No. 0, 58e. each net; No. 0, 35c; No. 
1, 30c.; No. 2, 25c.; No. 3, 23c. 


| THERMOMETERS.—Retail interest in 


thermometers appears to have come 
ahead quite fast the past fortnight. 
Evidently retail stocks were allowed to 
get down to rock bottom, and the first 


| really cold weather created a public 


demand. 
We quote from Boston jobbers’ 
stocks: 
Thermometers. — Outdoor, plate 


glass (imported), to read less than 50 
deg., No. 5278S 8 in., $8 per doz. net; 
No. 5278S 10 in., $10. White enamel 
on steel, three point test, complete 
with bracket, No. 5316S, $7.20 per doz. 
net. Storm glass and thermometer. 
No. 5370S, 8 in., $7.20 per doz. net. 
Wood framed barometer, No. 2502, 
$6.65 each net; Taylor barometer, 
Stormoguide, Jr., 4 in. diameter, No. 
2258, $7 each net. 

Indoor.—No. 5420S, 8 in., $7.20 per 
doz. net; No. 5145S, 5 in., $3.90; No. 
5127S, $7.20; No. 5154S, 8 in., $6; No. 
5100S, 6 in., $12; No. 5150N, 8 in., 
$3.60. 


TIRES.—Most of the leading makes of 
first quality automobile tires have been 


| reduced about 5 per cent by the job- 


| bing trade here. 


| 


No change is noted in 
the 10-ply truck tires and similar stock. 


WAFFLE IRONS.—The pre-holiday 
retail buying movement has set in is 
the belief of the jobbing trade. Orders 
have increased noticeably the past few 
days, and indications are jobbing sales 
will equal, if not better, last year’s. 























vir the IVES Railway Lines 


GET THIS 
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Speeding to a record sale and you can 
still get on board— 


BIG TRAINS—SALES—PROFITS 


The Ives Sales Speeding Plan has swept the country. Dealers every- 
where recognized the compelling appeal of a free conductor’s outfit 
—the one thing the play railroad world needed to complete it—given 
free instead of sold at a price. 


The Boy Railroaders gave us the idea. They dictated the style and 
color of the cap. They insisted on a real “sure ’nough” punch and 
tickets. They even designed the insignia for cap and coat lapel. It 
is just what they wanted. 


There is still time to join the Ives Dealer Group—time to study our 
plan, receive your stock—free outfits, life-sized window displays fitted 
with real cap, punch and tickets—time to cultivate your market for 





IVES Defrays the Expense 


The eight color window display is life size. 
The actual cap, insignia tickets and punch are 
attached as shown. Every purchase of an 
IVES electric train gets an outfit free. There 
is no extra cost to you. Uniforms for your 
sales people. 


Every train will contain a postcard which 
when returned by the boy entitles him to mem- 
bership in the “Boy Railroaders of America.” 
You receive the names—a source of future busi- 
ness. Our Sales Speeding Plan is far reaching, 
intimate and of year ’round duration. Mail the 
coupon for complete details, catalog and price 
list and be sure to give us your jobber’s name. 





the holiday demand. 
one will eclipse all previous records. 
you are only curious. 


Every year is the biggest Ives year yet. This 
Clip the coupon—even though 
Clip it and get the details. 


IVES MFG. CORPORATION 


Bridgeport, Conn. 
163 Jessie St. 
San Francisco 


200 Fifth Ave. 
New York 


IVES MFG. CORPORATION, Bridgeport, Conn. 


Gentlemen : 

Please send me complete information on your Sales Speeding Plan and 
a suggested balanced assortment list. My inquiry in no way obligates me. 
Es ore aidan Sela odio aioe ak bc Ake URES asin 60 Oe MAN ole ed. aca a eee Ee a 
oR ro ge ee Pane are ese ey oT ee ae ee ee 


Sa I CO se Sr 58s 5. ae COMET O whe EA ETS FER CER SU and aM eam ee 


IES i eee hoi A PEt aaah ee ssh oe kde eee oee mabe eee eS 
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Diversified Farming Helps Stimulate Demand 
for Hardware and Implements NearTwin Cities 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, MINN., Nov. 15.—One of the encouraging signs of bet- 
ter times in the Northwest tributary to the Twin Cities is the transfers 
of real estate, and particularly farm lands. Many such reports are re- 
ceived from the Dakotas, where land has not been selling for a number 


of years. 


There is a decided tendency toward diversified farming, and more 


intensified farming, which portends 
and implement lines. 


call for many items in the hardware 


Business over this section of the country has a very good tone at the 
present time, and merchants are anticipating a very satisfactory holiday, 


business. 
changes. 
this week, in items quoted. 


AUTOMOBILE TIRES.—The end of 
the season has practically arrived, al- 
though there is still a fair volume of 
trade in this line. Stocks have been re- 
duced accordingly. Prices have not 
changed. 
We quote from_ jobbers’ stocks, 

f.o.b. Twin Cities: Mansfield tires, 30 

x 3% Liberty cord, $6.60; heavy duty 

oversize, $8.75; 32 x 4 Liberty cord, 

$11.15; heavy duty oversize, $14.50; 

balloon size, 29 x 4.40, $9.65; 30 x 

5.25, hg mony, heavy duty, 32 x 6.20, 

$26.75 ; tan tubes, 30 x 3%, $1.70; 32 x 

4, Ply "60; 34 x 4%, $3.25; balloon tire 

tubes, gray, 27 x 4.40, $1.90; 29 x 4.40, 

$2.95; = x’ 5.25, $2.70; 32 x 6, $3.20; 

32 x 6.20, $3.70 each net. 


BOILER "LIQUID. TILE CLEANER 
AND RADIATOR STOP LEAK.—Call 
shows a good volume in these items. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hercules tile and 
porcelain cleaner, $2 doz. less than 
gross lots and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
boiler compound, quart $2.00 


each. 
BUILDERS’ HARDWARE.—Building 


is being pushed rapidly in all classes to 
prepare for the winter weather, which 
is expected at any time. There seems 
to be a very fair amount of building in 
progress over the territory. Finishing 
hardware is in good demand. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c. pair in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair in less than case lots, 
25c. pair in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3-in., 56c. 
doz. pair; 4-in., 75c. doz. pair; heavy 
plain Strap hinges, 4-in., 93c. 
pair; 5-in., $1.22 doz. pair; 6-in., 
doz. pair; light plain tee hinges, 
62c. doz. nvair; 4-in., 78c. doz. 
heavy plain tee hinges, 4-in., 
doz. pair; 5-in., $1.20 doz. pair, 
$1.40 doz, pair; 8-in., $1.95 doz. 
extra heavy plain tee hinges, 4-in., 
$1.28 doz. pair; 5-in., $1.58 doz. pair: 
6-in., $1.89 doz. pair; 8-in., $2.83 doz. 
pair: 10-in., $4.53 doz. pair net. 


cans, 


doz. 
$1.56 
3-in., 
pair : 
$1.06 
6-in., 
pair; 


Prices are firm as previously quoted, 
Bolts are slightly higher, being practically the only change 


with but very few 


GALVANIZED WARE.—Ash and gar- 
bage cans still are selling well. Tubs 
show a good demand, with stocks ready 
for the trade. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8; 
No. 3, $9.25; heayy tubs, No. 1, $12.60: 
No. on $13.80; No. 3, $15; standard 
10 a, pls. $2.55; 12 qt., $2.90; 14 
qt., stock pails, 16 qt., $4.70; 
and 3 qt., $5.50 per doz., net. 

GLASS AND PUTTY.—Demand still is 
very good, and dealers are watching 
their stocks closely. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: A grade window 

lass, single and double strength, 
Minnesota prices, 87 per cent, and 
strictly pure putty in 50-lb. contain- 
ers, $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Small 
tools are meeting with fair sales. 
Stocks are well filled, anticipating a cer- 
tain amount of holiday trade in these 
| lines. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ener No. 11% 
nail hammers, $12.60; Plumb No. 
HFS81, $12; Plumb No "HF 145, $6.12; 
Riverside, No. 611%, $12; Plumb 
broad hatchet, No. 2, $16.40; shing- 
ling, No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 

OIL HEATERS.—Call is still good, 
though not so heavy as during the first 
cold days. Stocks are ample to care 
for orders. Prices are unchanged. 

We quote from jobbers’ stocks, 

| f.o.b. Twin Cities: Nesco Perfect Oil 
| heaters, No. 12, $5.50; No. 15, $7; No. 





| 016, $8.25; No. 0190, $10.50; No. 151, 
| $7.50: No. 0161, $8.75; No. 0191, $11; 
| No. 505, Giant, $11.25; No. 605, $12.75 
| each, with discount in quantities less 

than ten, 30 per cent; ten or more, 


30-5 per cent. 

PYREX OVENWARE —Sales are 
showing improvement, and stocks are 
being filled for the holiday trade. 
Prices have not changed. 
REGISTERS.—Demand is good, with 
ample stocks from which to draw. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 


| REGISTER AND RADIATOR | 
| SHIELDS.—Sales are good, with stocks 
| well filled. Prices are unchanged. 





Reading matter continued on page 68 














We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
sheet steel adjustable radiator 
shields, $2.67 to $4.37 each, net. 

SCREWS.— Demand is steady, with 
fair volume. Stocks are in good assort- 
ment, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 

SKATES.—In some of the larger cen- 
ters retail demand has started for ice 
skates. Inclosed rinks are open in such 
cities. Sales are starting at other 
points also, but the real demand will 
begin only when skating is started on 
outdoor rinks. Tube ice skates, it is 
indicated, will be popular again this 
year. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls, $1.40 pair; ice 
skates, Nestor Johnson, North Star, 
aluminum ffinish, $7 pair: nickel 
finish, $8 pair; Union, No. 5%, 
pair; No. 07, $1.07 pair; No. 42414 L, 
$1.93 pair; No. 524%, $1.27 pair; No. 
52414L, $1.55 pair; No. 1624, 84c. pair; 
No. 5624, $1.12 pair; No. 562%, $1.44 
pair, net. 

SNOW SHOVELS.—There has been no 
necessity for snow shovels up to the 
time this is being written, but dealers 
are expecting good business soon. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
straight handle, $4.15; galvanized 


steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 


STEEL GAME TRAPS.—The season 
is open for trapping, and sales show 
the effects. Stocks are ready for the 
demand, and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No. 0, $1.10; No. 1, $1.38; No. 1%, 
44; No. 2, $3.36; Oneida, jump, 

0, $1.54; No. 1, $1.83; No. 1%, 


32. 81 doz., net. 
TIN.—Demand is fair, with stocks 


ample. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-lb. coating, $15.50 
box, net. 

WIRE.—Sales are steady and fair. 
Fence wire demand is declining as the 
season advances. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 

WRENCHES.—Call is fair, with stocks 
well assorted. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
70; 12 in. $2.06; 15 in., $2.75 each, 
net 
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“It Paid for Itself in 30 Days” 


Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you installa Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 

































SM ENCE TNO I ORO ooo as Violas dc b's cote iva ssceescucnas $2.50 
Ront-of blanks and labor @ Ge ........ 2.00 ccc cces. ee 
PR os hcy wiclc wae Slstwteehesca sess $1.90 
RC ee ee ee ee $57.00 

Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 
Rs Se: PS og a a eee 45.33 
PRG nee FP I ona so oo nine cere senescence $11.67 


You now own the machine. It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 

We have figured on a basis of only ten keys per day. Many dealers 
using our machines cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 





Our Key Cutter is fully up to the standard of our 
famous 


sIMMY- SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every- 
where. Protects millions. Never been Jimmied. 















Operated by Hand or Power 







































Ti 4 
9 oe your ALL ; 
assified Adver- SOOT 
cutie re" || €Cleans 222% Furnaces 
serted in Hardware Heating Stoves, Cook Stoves, Boilers, Pipes, 


Ag 3 ae vee Stove Pipes and Chimneys—Clean as New 
us nine days be- 


fore the date of NO WORK " NO DIRT - NO ODOR 


blication. 
pricing SIMPLY PLACE ON BED OF HOT COALS AND OPEN DRAFTS 
That is the final 


acceptance date. All the soot is quickly turned into a light, 


y white, powdery ash that passes up the chimney. 
PACKED 36 PACKAGES IN A CASE 











Order thru your jobber or write us for prices. 


Hardware Age THE BOYER CHEMICAL LABORATORY CO., INC. 


2706 WABASH AVENUE CHICAGO, ILLINOIS 
239 W. 39th Street, New York City . 
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“Cleveland’’ 
Grindstones 


HARVEST KING 


The long win- 
ter months 
give the far- 





mer leisure 
time to erind 


° ] raee of pear, sowie 4 
hi 1%” x 1%” x %”", strongly 
Ss to 0 8 pre- braced and is equipped with 
our standard high grade se- 

lected “Cleveland” Grind- 


Pp a Tr a t Oo i y t oO stone. Shipped folded com- 


plete, stone crated sepa- 
ratcly to save freight. 


next year’s 
work which STERLING 
means more | 
grindstone 
sales. Make 
sure your stock 
is complete. 





Substantial light running, 
mounted with a “Cleveland” 
Grindstone, genuine Berea 
stone which we alone manu- 
facture. 19 to 22 inches in 
diameter. 14%” to 244” thick. 
Frame can be set up in a 
jiffy—merely by manipulat- 
ing one bolt. Shipped knocked 
down and ponoe § 


The Cleveland Stone Company 
Cleveland, Ohio 
283 Front Street, New York 


Lombard & Co., Inc., Boston, Mass. 
New England Agency 








Get It at Pickett’s— 


(Continued from page 31) 


employees. Figures and facts are given, explained, and 
each member is privileged to air his views, offer sugges- 
tion and even criticism is invited. 

The store is thoroughly departmentized and charted 
in the office and on bulletin board. Each department 
has its own head clearly indicated, and the man in charge 
of a department knows his responsibilities and is held to 
account. He is advised of its progress, profits and 
knows almost daily which way he is directing the de- 
partment or departments in his charge. This is particu- 
larly valuable during the holiday season and creates a 
friendly competitive spirit among the employees. To 
help handle the holiday rush, high school girls are .hired 
to sell. The foundation of the Pickett holiday business 
is the sale of toys, carried all year on the second floor. 
During the Christmas rush practically the entire second 
floor is devoted to Toyland. 

When Mr. Kelly came to Pickett’s in 1924, the sec- 
ond floor was largely a warehouse, but he soon made a 
real sales floor out of it, featuring toys, glassware, china 
and special gift lines. Pickett’s stock in the gift line 
includes fountain pens, school sets, fancy pencils, smok- 
ers’ articles, various fancy china and glass pieces, silver- 
ware, toys, tools, auto accessories, radio, electrical appli- 
ances, juvenile vehicles and practically anything you can 
think of which is both useful and attractive. 

Checking over the very complete sales records main- 
tained by Bill Kelly, we read from the 1926 book the 
following interesting facts about annual sales and the 
Christmas gift sales of several lines. For your con- 
venience we have tabulated them in two columns: 


Line Annual Sale Christmas Sale 
eee $4,000 $2,500 
Silverware ......4..... 1,300 555 
Electrical Appliances ... 3,000 1,600 
Major Appliances ..... 31,000 6,000 
Housefurnishings ...... 16,000 2,300 
Gey ans oes ss ae 7,000 2,360 
Wheel goods .......... re. 500 
> a: 3,600 1,100 


December is Pickett’s best month, thanks to the en- 
ergy and executive merchandising ability of Bill Kelly. 
His proper name is W. T. Kelly, a member of the famous 
golfers’ club—The Hole in One Club, active member of 
the Chamber of Commerce, Rotary Club and active in 
each and everything helpful to Pickett’s and the people 
of Warren. Bill was formerly with Charles H. Ireland of 
Greensboro, N. C., and is known as a convention speaker, 
He has made Christmas merchandising a practical and 
profitable proposition for Pickett Hardware Co. Bill 
will have even better records for December, 1927, his 
third year. What have you done and what are you 
doing ? 


the Nicholas Hardware Co., Oak Park, Ill. It 

was well displayed and the good sale resulted. 
Glassware in etchings such as goblets, sherbet and iced 
tea glasses, were also exceptionally good sellers. Among 
the holiday items this firm emphasized during the holi- 
day season were, fountain pens, fancy pencils and pocket 
cutlery. 


ers baking ware was a good seller last year for 





























Radio the Gift to the Entire Family 


(Continued from page 42) 


nate people who will want and have the best in radio. 

He finds that often members of a family chip in to 
buy the home a radio outfit as a Christmas gift. Often 
Dad, Mother and Sister will club together to buy brother 
an outfit. 

It occurs to us that in making a drive for holiday radio 
business the merchant might do well to use his list of 
prospects in his appeal for complete outfits, his list of 
radio buyers for the sale of a new speaker, battery, elimi- 
nator, charger or set of tubes. In the latter group he 
has a list of people with radios who are in the market 
for extras or replacements. An appeal to the families of 
such people would boost the normal holiday radio busi- 
ness and would constitute a most welcome suggestion to 
the persons wondering what would be appropriate. 

Mr. Auberchon’s thought on radio as a gift to the en- 
tire family is carried out in his advertising, circulars and 
on display cards in the radio department and window 
displays. This is a worth-while merchandising slant. 
Why not try it? 


Christmas Means Toys to the 
Kiddies 
(Continued from page 41) 


Northampton, Mass., turns the entire second floor into 
a Toy Town, advertises it as such and holds a Kiddies’ 
party every Saturday in the month. Santa Claus is on 
the job at these times to hear the children’s wishes. 
Names and addresses are listed so that the parents may 
be solicited for the sale of. the merchandise requested by 
the children. L. L. Campbell is the operator of this busi- 
ness. Though he decorates the Toy Town very thor- 
oughly, his method is very simple. Horses and boards 
provide additional emergency display tables for this pur- 
pose, as may be seen in the photo on the opposite page. 

Electric train outfits become more popular each year. 
If possible, these should be displayed in action, with 
stations, and if room permits with a few tunnels and 
mountains. The latter are easily constructed with rock 
paper. See the photo on the opposite page for an idea 
for the display of trains. 

Dolls, doll carriages, juvenile furniture and miniature 
dish sets are, of course, very popular as gifts for little 
girls; games and books for children must be featured 
prominently also, as they are winners during the holiday 
season. 

In Marion, Ohio, Thibaut & Mautz Bros. sell more 
than $7,000 worth of toys at holiday time. This store 
has wonderful toy windows, using snow-capped moun- 
tains, Christmas trees and a moving train to give the 
window atmosphere and attract attention. 

Samuel Mautz has boosted toys in the hardware store 
at every State convention. Any Ohio dealer will say, 
if you are interested in toys see Sam Mautz in Marion, 
he has made a big success of that line. He has a young 
lady in charge of toy sales on the main floor. She dem- 
onstrates mechanical toys whenever she has an idle mo- 
ment. When you walk into the store you note the horse 
and wagon moving down the counter, see the colored 
man dance a ‘ig, the cow kick over a bucket and all 
those other mechanical toys are in action to make you 
stop and buy. 
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FOLDS FLAT 


An All Wood Folding Chair 


THAT’S— 
EASY to open— 
EASY to close— 
EASY to stack— 
EASE-y to sit in— 
Strong as an ox— 
Won’t rattl— 
Won’t warp—Can’t rust— 
No sharp corners— 
AND 


“No metal can touch you” 





Won't Tilt—Well Built 


There’s the Chair That’s THERE! You can 
demonstrate it without fear of it falling apart, 
and sell it with a conscience. Knock it around— 
it’s tough: show how easy it is to open and close 
(with the foot). Tell the customers it may be 
left out in the rain and won’t turn white, or warp. 
Just tell—and you'll sell. 


Costs You Less—Sells for Less 


An Established Article and a Big Seller 
The Peerless TUCKER’WAY is not an ex- 
periment or an untried patented affair. They’re 
sold by the thousands everywhere. Made of beech 
—uniform in color; waterproof varnished; nailed 
and glued. You can sell singly at a low price and 
make a good profit, or in sets of four or more at 
a discount. A real piece of mer- 
chandise! Warehouse — stocks 
in principal cities. 
























“pp, 
VOTO UCC LCCCEROLCLOCDELRLET TTLELLE LOOULLAA! BIOETLMAL ET ie LLIPCUTITOLLEP OILED CLIC EBOLIOIDER PCT AL. 


Send for Sample Chair, Prices 

and Dealer Proposition 
Write for prices, sample chair, 
ete. Use the coupon. 





Peerless Camp Furniture 


You probably know us— 
manufacturers of Peerless 
Camp Furniture, Tuduco 
Tents, Kantskratch Mops, 
etc. Write for prices. 


TUCKER 


Duck & Rubber Co. 


Fort Smith, 
Arkansas 
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Light Weight 
uality 
Lawn Mower 


No lawn mower is more readily 
sold, or gives more universal satis- 
faction than the machine in which 
lightness and quality are com- 
bined. 


The Automatic line consists of 
exceptionally high grade mowers 
ot this class. They cut well and 
are wonderfully easy to handle 
and push. 





THREE STYLES 


9” wheels—4 blades 
10” wheels—4 blades 
11” wheels—5 blades 


All equipped with genuine Fafnir Ball 
Bearings. 


Blair Manuf acturing Co. 
Established 1879 
Springfield, Mass. 


BLAIR 


LAWN YN MOWERS 





ieee iacientaealll 





























Novelties and Fancy Pieces Should 
Be Added for Holiday Trade 


(Continued from page 37) 


In the Springfield store this gift department occupies 
two or three sections of wall cases just to the left of the 
front entrance, together with the floor showcases that 
face the aisle in front of them. The stock consists of 
various small electrical appliances, such as toasters and 
percolators, fancy ware, vases, bowls and the like, table 
silver, fancy glass ovenware and .decorative tea sets. 
The whole display is attractive, and has more the appear- 
ance expected in an exclusive jewelry store rather than 
in a hardware store. 

The annual sales in this little department will run 
somewhat over $8,000, which represents about a four 
time turnover on the average stock carried. As might 
be expected, gift sales are at their height just ahead of 
the holidays, and approximately half of the department’s 
business are Christmas sales. June, the month of wed- 
dings, is also a heavy month, when about 20 per cent of 
the year’s total sales are made. 

Customers are attracted to the department by frequent, 
and just before the holidays continuous, window displays 
and by occasional newspaper advertisements. As over 
85 per cent of the gift sales are made to women, the 
department is instrumental in bringing them in where 
they become acquainted with the other merchandise in 
the store. 


A Few Remarks on Price Cutting 


(Continued from page 51) 


to show very satisfactory results in the years to come. 
As I thought of the situation, the name of one company 
of this kind whose Common Stock I have bought came 
to my mind. | have put this Common Stock away in my 
tin box. It does not pay any dividends now but I have 
an idea that it may be valuable to my grandchildren! 


k * * 
These reflections have all led me to think of buying 
and price-cutting. Some buyers with a 22-short 


mentatity, when they secure a special concession, delight 
in telling all the salesmen who call upon them about the 
cut price. This puffs up their vanity. How foolish 
they are! I know of buyers who, when a salesman calls, 
will tell him that his prices are no good; that he had 
hetter write home and get lower figures so he will be in 
the game. What happens after a foolish talk of this 
kind? The salesman does write home. He does influ- 
ence his house to give him lower prices. Then he calls 
on the competitor of our buyer and sells the competitor 
at these lower prices. In other words, by the loose wag- 
ging of his tongue our Smart Aleck buyer is simply help- 
ing his competitor buy his goods 5 to 10 per cent 
cheaper ! 
oe 

How well I remember that it was the policy of The 
Simmons Hardware Company under Mr. I. W. Morton, 
that great buyer of the house, at that time to always 
protect the seller on his prices. How well I remember 
when this house was enjoying a special rebate from a 
factory and other salesmen called, attempting to get the 
business, that they were told, not that their prices were 
too high; only that the house at that time just happened 
not to be needing any of the goods or had made other 


arrangements. In other words, it is one of the first 


duties of a good buyer to soothe the visiting salesman 
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with the idea that his prices are entirely right and that 
other reasons besides prices led to the placing of the 
business elsewhere ! 
*k * x 
How many buyers have ever though this out? How 
well I remember, in one case where Mr. Morton was 
enjoying an especially satisfactory arrangement with a 
certain manufacturer, that, instead of buying all of his 
goods from that manufacturer, he bought the same 
goods in smaller quantities from other manufacturers as 
well, the object of this buying being to cover up the 
fact that a special price was being received. 
* 


Summing up the reflections in this article, it would 
seem that we should have a broader vision on the part 
of those in charge of sales and on the part of those in 
charge of buying than exists at present in many cases. 
All of us, in times like these, should think very seri- 
ously about the general welfare of the industry in 
which we are engaged. Paradoxical as it may appear, 
the manufacturer who comes around to the buyer with 
a cut price is not always the best friend of this buyer. 
This manufacturer is often an enemy to the welfare 
of the industry. All of us should get the principle in 
our minds that it is not always the low price that we 
receive which is the most advantageous. Low prices 
frequently lead to the demoralization of an entire indus- 
try. In every phase of this industry, from raw materials 
through the manufacturer—to the jobber—to the retail 
merchant, progress can only be made on those lines of 
goods where manufacturers, jobbers and retailers are 
making a fair and reasonable profit. Progress can never 
be made when goods are sold at cost or at less than cost. 

* 

The salesman who calls on you with a cut price is 
giving that cut price to your competitor. Often—in faci 
—usvally, your competitor will use this cut price to 
reduce his prices. A cut price to you is generally fol- 
lowed by lowered profits. Let me repeat, it may be a 
paradoxical situation, but in many cases wise buyers, 
when a salesman offers them cut prices today, should 
ask: “Why the cut price? Are you giving it to every- 
body? What will be the net result of this cut price— 
not to us—but to our industry?” I think some of our 
selling friends will have difficulty in answering this 
question ! 


Christmas Window Display 


Double Action Electric Co., Grand Rapids, Mich., is offering 
to dealers a new three panel Christmas Window Display. The 
three cards comprising this display are attractively colored and 





artistically designed. The central panel shows a cut-out of Santa 
Claus and emphasizes the fact that “Double Action” Electric 
Toasters are lasting Christmas gifts. 














a 
Here Comes Christmas! 


More of your customers will do a greater 
part of their Christmas Buying in your store 
if you install Warren Sectional Wall Fix- 
tures and open display tables. There’s no 
reason why you shouldn’t profit by this 
plan of selling if you act quick. There’s 
still time to order for early delivery—we’ve 
anticipated the demand and are ready. 


WARREN FIXTURES and 
DISPLAY TABLES 


Warren Glass Top 
Display Tables—the 
finest quality at the 
price—are designed 
and built especially 
N for the retail hard- 
ware trade. Get your merchandise out where 
it will attract your customers—the price tickets 
do the rest. Some dealers report increased 
sales as high as 100 per cent. 





News Item: a roe 
The Felter Hdwe. ape 
Co., 5172 Easton * aa 
Ave., St. Louis, 
Mo., has just 
completed their 
new building and equipped it with Warren 
“Economical” Fixtures, after 4 careful survey 
of all makes and types. ‘The new store will be 
most modern in arrangement with Wall Fix- 
tures, Display Tables, Counters, etc., finished 
in a beautiful Silver Gray with Green back- 
grounds in the Glass Display Panels and 
Sliding Door Cabinets. 

An experienced Warren store engineer 
worked out all interior details of this 
modern hardware establishment. 


J. D. Warren Mfg. Company 
208 W. Washington Street Chicago, IIl. 


J. D. WARREN MFG. CO. 
208 W. Washington St., Chicago, Il. 


roy 1 
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Please send me: [| The Warren Fixture Catalog: [) Display 
Table Folder-—‘‘Increased Sales and Bigger Profits’’: (] The Warren 
SHOW CASE Catalog. as featured in HARDWARE AGE. 
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These are the sample cases which Allabough uses to bring his builders’ hardware display samples to 
homes and offices of prospects 








Allabough Brings Builders’ Hardware Displays 
To Home or Office of Prospects 


N the strictly residential town of Ridgewood, N. J., 
boasting a population of some 12,000, the hardware 
firm of Allabough & Son goes after the builders’ 

hardware business of its community and surrounding 
territory in a manner that is most efficient and 
interesting. 

A close tab is kept on the permits issued by the build- 
ing authorities and a sales letter is sent to each person 
for whom a permit has been registered. This letter is 
followed up by a personal call from E. D. Allabough, 
who is the “& Son” of this firm, or one of the salesmen 
from the store. The sample cases pictured here, each 
with a well known line of builders’ hardware, shows the 
prospect a pretty complete line of the firm’s merchandise. 

Portable sample cases like those shown enable the 
merchant to take his builders’ hardware displays to the 
office or home of the prospect. Obviously it is desirable 
to show the customer a few actual samples, but it is not 
always practical for him to call at your store. Allabough 
has solved this problem effectively and at no great ex- 
pense. These two cases can easily be placed in an auto- 
mobile and taken wherever the salesman may have a 
lead for builders’ hardware business. 

Very recently the apartment house made its appear- 
ance in this section, bringing a need for a somewhat dif- 
ferent type of hardware than that used for private 
homes, but making the sales much larger. 

Ridgewood being a long established community, a 


good deal of rehardware business comes to the Allabough 
store. Old and substantial houses are replacing the 
hardware with the newer and better types of fittings. 
This trade is being carefully fostered. 

In selling a bill of hardware, Mr. Allabough does not 
forget the garage and its needs from the builders’ hard- 
ware department. Garage hardware is an item that 
merits a good deal of attention, but is taken for granted 
in too many hardware stores. A little extra attention will 
result in a goodly increase in the sales of garage sets. 

The Allabough firm finds also that the higher cost of 
labor is causing many people to do a lot of their own 
repairing, and sales of individual pieces are increasing. 
Often when a customer comes in to buy a new lock or 
other fitting, it is easy to sell him a supply of paint as an 
added item. 

Letters that carry a personal appeal are frequently 
found to be a real success in bringing builders’ hardware 
business to the store. A case in point is the experience 
of the R. H. Barker Co., Pontiac, Mich., when they sent 
out the following letter : 

“Mr. Martin J. Blank 
“72 N. Saginaw Street 
“Pontiac, Mich. 

“Dear Mr. Blank: ‘It takes a heap of livin’ in a house 
to make it home.’ I am using some of Eddie Guest’s 
own words to tell you why I am writing you. 

(Continued on page 74) 
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FOR SALE THROUGH ANY GOOD WHOLE- 
SALE HOUSE 


Wm. Rose & Bros. 
Sharon Hill, Pa. 


Selling Agents 


W. ROSE 


Pointing Trowel No. 75 


Especially useful for laying tile, it should be 
displayed in every tool store. The blade is fine steel. 


Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 

















NET WEIGHT 15 OZ 


Manufactured by 








The ve. ag Seller 






Sewer and Drain 


Pipe Cleaner 


The CHAMBERLAIN Conon 
” 
mee TTSBURGH PAS 


For Clogged Drain Pipes | |}\si8 sass 
which costs little and quickly dis- : aaae 

solves and removes all obstructions . ae sagas a 
in sink and bowl drains without in- : 

jury to the pipes. 

Don’t be without this popular seller. 


Keep stocked and hold customers 
Not Sold to Grocery Trade 


The Chamberlain Co., Pittsburgh, Pa. 
33 Terminal Way 





POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 





Finish 
a 


The average family a ys 
cannot afford to hire 3 

a plumber every ‘ 

time a drain pipe i 
gets clogged with | (oprer 
grease or refuse. 1 Winpow 
But all can easily 


afford to use 
Desolvo 
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fore: Rees, Wide CLoTH 






TS 
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Foe —___ A. 








Grades 






















Re ee. toes 











New York Cit 








15 SIZES 
144, 2, 3, 4, 5, 
6, 7, 8, 9, 10, 12, 
15, 18, 24 and 


_ Look for the tag, carrying our name, at the end of every roll! 


Established 1818—America’s Oldest Woven Wire Factory 


inufacturers of 


WIRE CLOTH, NETTING and FENCING 
Gatronined Steel Wire C vant in all Meshes and Gauges 


Georgetown, Conn age Kansas City, * 













Repeal as meal 











30 in. 


For Heavy Service and Endurance 


“YANKEE” Plain Driver No. 90 


Will stand up under all manner of use and rough 
treatment 


SSS 
' “YANKEE” N? 90 
k 1 WORTH BROS MFC C 


Se PHILA. PA.U.S A 













Blades cannot turn in the handle and bits will 
not break. You have our unlimited guarantee. 


NORTH BROS. MFG. CO. 
Philadelphia, Pa. 








Ask your job- 
= ber for Coun- 
ter “Display” Free 


with a small order 
for Drivers. 

















“GEM apsustasie 
REGISTER 
SHIELDS 











Both in appearance 
and efficiency, “Gem” 
Register Shields make 
a strong sales appeal. Handsomely finished in 
oxidized copper. Easily adjusted to fit all 
size registers. Floor Shield re- 
tails at $1.50; Wall Shield at 75c. 















1140 BROADWAY. NEW YORK.NY 
BUY FROM YOUR JOBBER 








Ohe F: a — GHT cadarkes 


Thoroughly practical. Easily 
attached and removed. They 
gtip and hold securely. 


Made .with woven Strap 
and Buckle. 


Size No. 3 for Men, Size 
No. 2 for Ladies, Size No. 1 
for Cuban Heels. 


Retail at 50 cents per pair. 
Dealers’ price $4.00 per doz. 
pair. 


Order from your Jobber, 
or we will ship direct C.O.D. 


Churchill Mfg. Co., 287 Thorndike St., Lowell, Mass. 











We are in position to make 


IMMEDIATE DELIVERIES 


on Stove Pipe 
Stove Pipe Elbows 
Sheet Iron Heaters 


(Incl. all types of Gas Heaters) 


and Other Specialties 


JACKES-EVANS MFG. CO. 
1944 N. MAIN ST. ST. LOUIS, MO. 








IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


nO HARDWARE AGE for NOVEMBER 17, 1927 

















Allabough Brings Builders Hard- 
ware Displays to Prospects 


(Continued from page 72) 


“You are erecting a new home on Ottawa Drive, and 
you will want this home to be a monument to your per- 
sonality and dreams, because people always put these 


‘things into homes they build for themselves to live in. 


But before it is really a home you are going to open and 
shut its doors a good many times. That is why you will 
want these doors to swing smoothly on their hinges. 

“You will want your locks to give the fullest measure 
of security. You will want knobs and handles to operate 
uncomplainingly. 

“For hardware that will perform this kind of service 
we recommend ———. Because, really, Mr. Blank, 
hardware is too important a factor in the comfort and 
security of the home to award any but the best. 

“We are prepared to meet any of your requirements 
and we would welcome the opportunity of having you 
visit our organization at all times, and would more than 
appreciate the privilege of helping you select the finished 
hardware for your new home. 

“With kindest regards and best wishes, 

“R. H. BARKER CoMPANY.” 

A combination of these two methods of getting more 
and better business in the builders’ hardware field should 
prove a real winner. Both ideas have proved successful 
husiness getters for their sponsors. 


Three Christmas Ideas 


N Nov. 1, the toy department of A. W. Sikking 

Co., Springfield, Ill., is opened for its Christ- 

mas sales. Ten thousand handbills are distributed 

to the children of the city, inviting them to come to the 

store and see the toys. They may try the juvenile 

vehicles in a space set aside for that purpose. No effort 

is made to sell the children, the success of the idea de- 

pending upon their returning to their homes and telling 

their parents what they want for Christmas and where 

it can be found. Over $12,000 of Christmas toys are 
sold in this store each year. 


‘ 


DWARD .FERGUSON, owner of the Tremont 
HH, Hiardwate Co., New York City, arranges a small 

table in the front of the store with an archway 
featuring tree lighting outfits. An attractive show card 
in colors with a Santa Claus head calls attention to these 
sets and gives the price. 


UTO accessories, particularly winter items, make 

appropriate, useful and highly appreciated gifts. 

Tool sets, road guides, windshield cleaners, chains, 
radiator covers, etc., are the many items which will find 
favor this season. At a recent hardware convention 
the hardware jobbers spoke at great length on the tre- 
mendous sales opportunities for the hardware dealers 
who pushed auto accessories during the holiday period. 
Manufacturers are packing many items in specially 
decorated boxes for the holiday trade. Most of these are 
packed in regular stock cartons covered with holly paper 
in red and green. Should the dealer carry over any 


items, the special covering can be removed and the item 
put back in. stock. 
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Christmas Merchandising 


Suggestions 


WORTHWHILE idea for stimulating sales dur- 

ing the Christmas season is as follows: Prepare 

a window display of items suitable for Christmas 
gifts, made up of articles that have been purchased by 
customers in your locality. On each item place a card 
bearing the words, “This was purchased by a neighbor 
of YOURS for delivery on Christmas morning. We 
WILL DO THE SAME FOR YOU!” 

When a prospective customer knows that others have 
bought a certain item as a gift, its value to him for a gift 
is increased a hundred times. You are in a sense reliev- 
ing him of the necessity of making a selection himself, 
incidentally increasing your profits. 


LD automobile tires are used advantageously at 
the Christmas season in Mohr-Jones Hardware 
Co., Racine, Wis. Red and green crepe paper or 
fiber rope is wound around the casing. Sometimes 
silver and gold tinsel is intertwined in the process. This 
makes a huge wreath which is finished off with a big 








Absolute and Unrestricted Sale 


Center Surplus Trading Corporation, Retiring 
Valuation $250,000 


Radio Motor Generators, Radio Transmitters, Transformers, Battery 
Charging Boards. Gasoline Motor Generator Power Units, 600 
Aluminum Lamps, 250 Elec. Drills. Complete line of Hardware 
and Accessories, Blacksmith, Tinsmith, Carpenters and Mechanics 
Tools, Plumber and Steam Fitters Supplies, 100 Brass Port Lights. 
Enormous quantity of Radio, Automobile and Wireless Supplies and 
Accessories. 2 Waltham Thread Millers, Lathe, Drill Presses, 
Grinders, Arbor Press and Machine Parts. 3500 Ibs. Mica Sheets. 


Desks, Safes, Cash Register, Electric Fans, Check Protector, Files, 


Chairs, ete. 
LEO MONSHEIMER, Auctioneer. 

MACHINERY SPECIALIST Since 1910. 
WILL SELL on MONDAY, TUESDAY and WEDNESDAY, Novem- 
ber 21, 22 and 23, starting at 10:30 A.M. each day, on the 
Premises, 189 Centre St. and immediately thereafter at 81-83 
Crosby St., New York City. 
Open for inspection, Friday and Saturday, November 18 and 19 
9 a.m. to 5 p.m. Catalogues can be had upon application at 
189 Centre St., New York City. AUCTIONEER’'S OFFICE, 366 
Broadway, N. Y. Phone Worth 0354. 














REICHERT’S 
Anti-Suck Calf Weaner 


A sure cure weaner 
for calves and cows. 
Double hinge permits 
ealf to graze, eat or 
drink, yet prevents 
sucking. Good seller. 
Order of your jobber. 


Reichert’s Imperial 
cs Emergency 
Mud and Snow gf 
Chain ; 





PAT. JAN. \6+ 
A set of 4 chains will 
pull any auto out of mud, 





sand or snow. Easily 
applied —no jacks or 
tools needed. Sizes for 


all ears and trucks. 
Write for prices. 


Imperial Bit & Snap Co. 
1400 Clark St., Racine, Wis. 




















A sprig of holly 
may be added and in some cases Christmas bells are 


double bow knot of red silk ribbon. 


hung inside. A few of these wreaths around the store 
give a holiday atmosphere. They also make excellent 
background decorations for the windows, when suspend- 
ed by two wide red silk ribbons. 


COMPLETELY trimmed Christmas tree is placed 

AA ‘immediately inside the front door of the Raymer 

Hardware Co., St. Paul, Minn. This tree gives 

the Christmas idea to all that enter. This firm begins 

its advertising on Nov. 15 and continues until Christmas 

Day. The store is profusely decorated and stock is 

moved so that the holiday merchandise can have the 
center of the stage. 


TTRACTIVE Christmas cards, well assorted, dis- 
Aitieves in one of the windows of the F. Hersh 
Hardware Co., Allentown, Pa., help the sale of 
general holiday items. With every gift sale there is an 
extra 15 or 20 cent sale for a suitable card. The sale 
of these cards adds two or three hundred dollars to the 
December volume. 

Christmas cards sell themselves and the Hersch stock 
of cards would inventory about $200 and seldom will 
there be any carryover stock. Having a good assort- 
ment of gift tags, holly paper boxes and paper, colored 
wrapping twine and stickers, enables this store to offer 
a complete service to customers. 





PAINE TOGGLE BOLTS 


“The Most Practical Toggle” 
The Toggle with the “Spring Wings” 


ANY STYLE HEAD 
ANY LENGTH BOLT 


Plated or Galvanized 








Nickel 
Having Tried the Rest 
NOW—BUY THE BEST 
Simplest and Quickest 


Samples on request. 
No charge. es. " 


The Paine Company, 2951 Carroll Ave., Chicago, Ill. 
‘ { 79 Barclay St., New York City, New York 
Stock Carried | 915 Bryant St., San Francisco, Calif. 




















Electricians Want This Substantial, 
Handy Bag 


This is a smooth finished 
black harress leather 
bag for ough, hard 
usage. It has a handy 
adjustable shoulder strap, 
well padded, strong han 
dies, and all-around 
straps. Lock _ stitched 
with linen thread, the 
bag is practically water- 
proof, as the harness 

contains oil. 
Sizes 14” to 24” in 
x 8”, Write for a folder 
showing our complete 
line of Tool Bags, Rolls 
and Golf Bazs. 





1847 N. Ashland 
Ave., Chicago, Ill. 


LENDZION LEATHER Goons Co., 
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wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sherardized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 


ill REED & PRINCE MFG.CO, 





WESTERN BRANCH arCHICAGO-I2] NORTH JEFFERSON ST. 
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Pre-Sold 


Some Hollow Screws can be sold 
on price—but they have to be sold 
on price. 

They only seem to have the “call” 
where a Dealer hasn't the stock of 
Quality screws. 


And then you meet the sales-resist- 
ance which always goes with the 
line you have to explain. 


It's a time- and profit-wasting job 
where one line has the demand, as 
in Hollow Screws. 


Take the line of least resistance 
by taking on the 30% stronger 
“ALLENS.” It only takes a letter 


to start things! 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 


W. C. Stauble R. E. Gregory 
3360 Pasadena Ave. 816 Mulford Street 
Detroit, Mich. Evanston, Ill. 

Ww. J. McRae 


E. P. Crawford 
3348 No. Park Ave. 320 Market Street 


Philadelphia, Pa. San Francisco, Cal. 
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CThe Modern Ball 
Bearing Caster 


The days of the old-fashioned caster are 
passed. Hard to turn, rigid, difficult to roll, 
injuring floors and floor covering. 


Now, everybody buys modern casters— 
ACME Ball Bearing Casters. Roll in any 
direction easily and without effort, because 
they are ball bearing casters. 


They protect floors and rugs and carpets. 
They are silent and enhance the appearance 
of furniture. Used by discriminating people 
in preference to any other caster and always 
in demand. 


Sell Your Trade 


BALL BEARING CASTERS 


The profits are generous. Sales quick. Turnover 
constant. Dealers are building business and making 
real money with this line. All you have to do is 
demonstrate “ACMES” and the sale is made. Just 
roll ’em on your hand or on the counter. 





We'll be glad to send a sample and give you full 
particulars. Write us today. 


The Schatz Manufacturing Company 
Poughkeepsie -- New York 


AGENTS: J. C. McCarty & Co. 


253 Broadway New York City 










































No. 48 improved adjustable “S” nut wrench 


Positive Grip 


No wrench fits the nut quite so snugly as 
B & C 48. Urge your customer to pack one 
of these reliable adjustable wrenches in his 
tool kit and he’ll soon be back wanting to 
buy the remaining sizes. For all around 
dependability and sureness of grip you can’t 
beat a B & C 48. No barked knuckles or 
lost tempers—BUT plenty of profit while 
supplying a full measure of business build- 
ing satisfaction. 


Send the coupon for a copy of our catalog 


Bemis & Call Co. 
Wrenches 
Springfield, Mass. 


BEMIS & CALL COMPANY, 
Springfield, Mass. 


Please send me your catalog and name of your nearest jobber 
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TUBULAR LOCKS & LATCHES | 


OU are passing up the fastest selling, 

most profitable line of Builders | 
hardware made if you are not handling | 
DEXTER tubular locks and latches. They 
appeal to every Builder who examines 
them; for it’s obvious at a glance that 
they are surpassingly beautiful—positive 
in action—that they are practically trou- 
ble-proof, and save approximately 4/5 the 
cost of installing the ordinary mortise | 


latch. 


Hand your builder customer a Dexter 
tubular latch. Let him examine it. You'll | 
find him enthusiastic and glad to try it. | 
And that’s all that’s necessary to gain a | 
steady, profitable customer. 


Thoroughly appropriate models for every 
door in the house; including screen doors, | 
cupboard doors and French windows. 


It will pay you handsomely to stock 
this line —- Investigate at once. 


National Brass Co. 
1611-19 Madison Ave. 





Works like a charm— 
saves the cost of a lock 
and work of installing it. 


A new member of the 
line but already a mighty 
popular one. An interior 
latch with locking rose. 
oot, 
: 


To install any Dexter 
Latch or Lock just bore 
two holes as illustrated. 























































Are Your Sprayer 
Profits as Large as 
They Can Be? 


Isn't it perfectly evident that to 
become the world’s largest manu- 
facturers of hand and compressed 
air sprayers exclusively, that 
firm’s products must sell faster 
than any other brand? Abso- 
lutely ! 

That’s why Lowell occupies that 
position. And the reason that 
Lowell Sprayers do sell faster is 
because of the extra values they 
constitute. Extra heavy materials, 
advanced design, accurate skilled 
workmanship and double testing 
to make certain that every user 
will be highly satisfied—all these 
elements are incorporated in 
Lowell Sprayers and yet they sell 
at the price of ordinary sprayers. 


Are your sprayer profits as 
large as they can be? The 
answer is best given in an- 
other question — Are you 
handling the Lowell line of 
quality Sprayers? If not, 
write for catalog and prices, 
or see the Lowell job- 
ber in your communi- 


ty NOW. 
LOWELL 


SPECIALTY CO. 
Lowell, Mich. 
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A Padlock Whose Price Has 
a Popular Appeal 





No. 04608 (Illustrated) 








Many of your customers don’t want a high-priced pad- 
lock, yet they want one that’s serviceable and not cheap 
looking. 
Suggest one of the 04606 series. It’s a well made, good- 
looking lock, at a popular price. 
No. 04606 Cast Brass, 1% in.—$6.00 per dozen, List 
04607 Cast Brass, 1% in.—$7.60 per dozen, List 
04608 Cast Brass, 2% in.—$9.00 per dozen, List 
Self locking automatic spring shackle that flies open to a quarter 
turn position when unlocked. 2 nickel plated flat steel keys each. 
6 changes of keys. Nickel plated shackles. 











The Eagle Quality Line 


Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 


Wood Screws 


Eagle Lock Co. 


General Sales Office 


26 Warren St., New York 
2EG.INU» 6 PAT. OFF, 2eG.1N Usb. PAT. OFF, 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Il. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 


























sales Leade,, 


must have 
Definite, Superior Features 


& N. dealers lead in sales year after 

e year because of the definite, superior 

features of F. & N. Lawn Mowers: 

Rigid construction. Precision machining 

and fitting. Cut steel gears, heat-treated. 
Timken and Hyatt Roller Bearings, ete. 


Self-Adjusting 


Among the chief, distinctly F. & N. 
advantages, is the patented F. & N. Self- 
Adjusting Ball-Bearing Device which keeps 
the bearings in constant, proper adjustment 
automatically. Only with this device can 
lawn mowers give the satisfaction to which 
the user is justly entitled. Superior F. & 
N. features will give you the sales advan- 
tage, too. Get them all from your jobber, 
or write us today. 


Look for the Steel Sleeve! 


The genuine F. & N. Self-Adjusting Ball- 
Bearing Device is enclosed in a dust- 
proof steel case. Therefore, beware of 
mowers of similar appearance with the 
patented controlling steel sleeve omitted. 


he Is'NE, LAWN MOWER Co. 


RICHMOND, IND. U.S.A. 






































80 HARDWARE AGE for NOVEMBER 17, 1927. 





American Steel & Wire 
Company 


L\\2) 2. 
OVS 
VFA FO 
\ 16 


Millions of farmers know that 
Barb Wire, made by the Ameri- 
can Steel & Wire Company, 
stands supreme in tensile strength, 
quality of steel, regularity of 
twist, extra heavy galvanizing 
and firmness of barbs. 


The following brands are busi- 
ness builders for dealers: 
Baker Perfect Ellwood Junior 
Waukegan American Special 
Ellwood Glidden American Glidden 








American Steel & Wire Company 


Sales Offices: Chicago New York Boston Cleveland Worcester Philadelphia 
i Detroit _ Cincinnati _ Wilkes-Barre 








“Throughout 
the life of any structure 


GRIFFIN HINGES 
prove worthy of theim- 
portant part they play 


in daily service + «+ 


( SRIFFIN 


ERIE, PENNSYLVANIA 


ranch Offices__, 
New York, 45 Warren St. 
B Chicago, 555 W. Randolph St. 
Boston, 124 Pearl St. 
~ San Francisco, 703 Market St. 
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Aluminex 


the Star of Approval 

. ee : While P. P. P. sig- 

sineeennee The aluminum ware with the smooth bright inside finish  , PProval_of 
Proving Plant, 





ALUMINEX TEA KETTLES 


A complete range of sizes—a size for every household. 


Made of heavy metal highly polished. In addition to the beautiful highly 
polished finish outside Tea Kettles are finished inside with the improved 
Aluminex finish—SMOOTH and BRIGHT. This finish 
can only be procured in Aluminex. 









Spout drawn from heavy aluminum sheet and welded 
to body. Large opening in spout permits easy filling at 
faucet. 

The level surface of the improved Aluminex Cover 
offers a welcome warming and heating surface for other 
vessels or dishes that cannot be set safely over the open 
flame. Cover knobs made of thermoplax, the heat 
proof material that does not scorch, crack, discolor 
or work loose. 


Aluminex Tea Kettles sell READILY and 
you are assured a GOOD PROFIT. 


If your stock is lw ORDER NOW. 


THE BUCKEYE ALUMINUM COMPANY 
WOOSTER, OHIO 


Makers of fine aluminum ware for more than a quarter of a century 














es 
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Beautiful Fixtures that Give Permanent Satisfaction 





RINGCO 


Bath Room Fixtures 











Whether a retailer selects a single item in the big RINO® line 
No. 3245 of Bath Room Fixtures, or a complete assortment of patterns 
Fives Ane Wan <u Ber that match and harmonize, he can stake his last dollar on the 
Many Other Patterns QUALITY. 
Shown in Catalog 
The base of all RING Bath Room Fixtures is of SOLID BRASS 
highly polished, heavily nickeled and guaranteed for a lifetime. 
Sell the best and hold trade. 


Send for latest Catalog and Price List 





AMERICAN RING COMPANY 





Waterbury Connecticut 
BRANCH OFFICES: 

‘New York, 2 Hudson St. Boston, 170 Summer St. 

San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 








Value Brings 
Its Own 
Reward 


F™, men can withstand the lure of real quality 
sold at moderate price. That’s why Savage 
Sporter Rifles have gained such widespread favor 


Savage Sporter Rifles 


Repeating bolt action rifle. 23 to 25 inch 
round barrel, open sights. One-piece stock 
and forearm of selected American Walnut, 
full curve pistol grip, finished in rubbed 
varnish. Five shot detachable box type maga- 
zine. Chambered for .22 long rifle cartridge, 
.25-20 and .32-20 Hi-Power cartridge. 
Weight, 6 lbs 



















—— l a and demand. Many dealers are building consid- 
ee ee erableprofits from the fast turnoveronthis famous 


Retail Price $18.50 y rifle. Not only does the Savage Sporter embody 


the latest principles of firearm construction, scien- 
tifically applied to good materials, but it also is a 
satisfying rifle to stock because of the extensive 
hunting field it serves. Savage Sporters will bring 
-in the business if you give them the chance. 





See your jobber’s salesman about this rifle 










Model 23-B (Interesting five-piece window display sent you upon request) 
-25-20 caliber SAVAGE ARMS CORPORATION 

Model 23-C Dept. 902 Utica, N. Y. 
-32-20 caliber Owners and Operators of the 


Retail Price $22.50 J. Stevens Arms Co. and Page-Lewis Arms Co. 
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NEW “SHELBY” CHECKING FLOOR HINGE 





Some striking features of this Single Acting Hinge 


1. It is a door Check and Hinge combined. 

2. It closes the door gently and quietly. 

3. All mechanism is constantly working in a 
non-freezing liquid in a leak proof case be- 
neath the floor. 

4. A cast case is furnished for installing in 
cement or tile floors. 


5. Closing speed as well as firmness of latch- 
ing is regulated each by a separate needle 
valve extended through the floor plate. 

6. It has a positive hold-open feature at 90 
degrees or any point beyond to 180 degrees; 
can also be furnished non hold-open. 


Write for literature and prices to 


The Shelby Spring Hinge Company, Shelby, Ohio 


COAST REPRESENTATIVES 


Pond Hdwe. Specialty Co., Los Angeles, Calif. 


D. L. Herman, Seattle, Wash. 




















CORBIN 


Wood Screws 

Drive Screws 

Ceach Serews 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Belts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Belt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Eseutcheon Pins 

Speedometers 


CORBIN 





UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 


Warchouses—New York, Chicago, Philadelphia 


a | 





er 


‘> 





IQNNNUNNtY 





CUTINTINTIN 





NEW BRITAIN, CONN. 


Western Factory—Dayten, Ohio 




















eth one 


— venga smear aman 
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“THERE’S A DIFFERENCE IN TOAST” 








Two full A better 
slices—both Holiday 
sides at Gift would 
once—with- be hard to 


out turning. find. 


Double Your Holiday Toaster 
Sales with “Double Action” 


Delicious toast, two at a time, and browned 
evenly on both sides, without turning. No 
turning mechanism to get out of order; 
just pull slide, fill, and push back again. 
Heavily plated brass construction, best grade 
mica element, and fibre bottom make the 
“DOUBLE ACTION” Toaster a long-last- 
ing and handsome appliance. Equipped 
with 6 ft. of handsome Blu-silk cord. 


Your jobber carries the “DOUBLE ACTION” 
Toaster in stock. Ask him or write direct for full 
information and name of nearest jobber. Com- 
plete line of Holiday displays sent free at your 
request. 


“DOUBLE ACTION” ELECTRIC CO. 
GRAND RAPIDS MICHIGAN 
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KEYSTONE 


om ge Copper Steel 


Sheets 


AND ROOFING TIN PLATES 


Highest quality products, which offer maxi- 
mum endurance and resistance to rust. We 
manufacture a complete line of Steel Sheets 
and Tin Plates adapted to every purpose. 


Black Sheets and Special Sheets 

Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Galvanized Culvert, Flume and Tank Stock 
Formed Roofing and Siding Products 

Tin and Terne Plates, Black Plate, Etc. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 


DIsTRIctT SALES OFFICES 
Detroit New Orleans New York 
argh  8t. Louis 
























Chicago Cincinnati Denver 
Philadelphia  Pitteb 


Pacific Coast Representatives: Untrep Statzs Steet Propvcts Oo., San Francisco 
Angeles Portland Seattle 


Export Representatives: UNITED StaTEs STEEL PRopucts Company, New York City 














[WINS EAM 


STEEL (G5) WORKER 





TWIN SEAM 
No. 1500 


Wonderful Quality with Guaranteed Wear! 


A strong, sturdy Work Glove. Made from best grade Side Leather 
with extra heavy Flannel in back and lining. Continuous leather 
palm forms wrist protector. Has wide leather knuckle protector 
and 3-ply waterproof cuff. For service, satisfaction, and value 
this glove is unequalled. Order from your Jobber. 


U. S. GLOVE CO. Manufacturers Marion, Ind. 











Success Lies 


Knowing How 
: Read“ 
HARDWARE AGE 


It Tells You 
the ‘How” of Successful 
Fardware Merchandising 


*Study and ab- 
sorb the contents. ° 
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370 ATLANTIC AVE., 


THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 


BOSTON, MASS. 


f 
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AN 
Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 

Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 


The largest and oldest manufactur- 
ers of Tacks, and Small Nails, in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 


—— lA 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 








The largest and oldest manufacturers of Tacks 
and Small Nails in the world. 


Established in 1810. 


Serves for All 
General Purposes 


For shop or factory, home or 
garage, for tightening nuts on 
farm implements, wheel barrows 
and lawn mowers, you cannot 
sell a stronger, better made, gen- 
eral purpose tool than COES 
Knife Handle Wrench. 

Seven sizes: 6, 8, 10, 12, 15, 18 
and 21 ins. 


Your Jobber will supply you. 








=~ 
ee 


Say 


Gtalog "Buyers 


in| @talo 








COES WRENCH CoO. 
“In Business Since 1841” 
Worcester Mass. 


SELLING AGENTS 
J. C. McCARTY & CO 


FENWICK FRERES 











253 Broadway, New York 
JOHN H. GRAHAM & CO....113 Chambers Street, New York 

Shoe Lane, London, E.C. 
8 Rue de Rocroy, Paris, France 














10 


No. 474 








WHEN WINTER COMES 


CABINET AND BOX HARDWARE SALES INCREASE 


JOBBER-DEALER—IS YOUR STOCK IN SHAPE? 


THE BRAINERD MFG. CO. 
East Rochester, N. Y. 





.Not only do individuals tinker around, making useful articles requiring hardware, 
but manual training schools enter into extensive programs and use small trim. 





Ne. 1253 No. 802 





No. 480 
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WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. , Detroit 
Milton Pray Co od Francisco, Los 


Seattle 
GM. Baird & Co, Memphis, Tenn.” 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 
Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers. 
— Order Houses handling hardware and housefurnish- 
gs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is indis- 
ble in economic direct-by-mail promotion work and also @ 
ipful guide for salesmen’s calls. very sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 


have been more than 10,000 additions and corrections, and these 
all appear in the current Bighth Edition. 


Hardware Wholesalers find Vert Tdet of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








I 
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Famous Star Fount Drinking Fountain 
for Mason Jars Thick Insulated Walls 


**MOE’S LINE”’ 


is a big, complete line of poultry supplies, 
and a satisfactory, profitable line to sell. 
Everything for the poultry man, fountains, 
feeders, hoppers, incubators, brooders, etc., 
all designed right, well made, and moderate 
in price. Make your store headquarters for 
this distinctive and popular line of Good 
Poultry Supplies 


Send for New Catalog—Now Ready 


HoEFT & COMPANY 


2305 Davis St. North Chicago, Ill. 








, 
iN 


REAL METAL Solder 
in Paste Form— 
Packed in 
Collapsible 


Greatest Soldering Convenience 

Ever Invented. 

Every Electrical Connection 

em 15 orIntricate Job Needs ~ 
ZQZ=— ~~ SOLDERALL. 

“|” THE SOLDERALL CO.,.Newark.N.J. 


esults Guaranteed Equal to Wire or Bar Solder. 4 4 




















) 





518 Terrace 


WIRE ss... 


“Buffalo” lity Standard Hardware 
Grade and “Buffalo” Special Hardware 
Grade are backed by 58 years ence 
in wire manufacturing. They give kind 
of service to your customers that means 
more sales to you. Write for Catalog 8-A-B. 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 
Buffalo, N. Y. 
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SAW SET No. 


Taintor Pattern 
A very popular 


selling saw set. 

Anvil is made of a 
one solid piece of “%& 
special tool steel {| 
with ten sides and 

faces. 


These faces are of different lengths, divided in 
sections F-M-C. “F” or short faces are used for 
fine teeth. “M” or next longer faces are for 
medium size teeth. “C” or longest faces are for 
coarse teeth. 


Nickel plated finish. Send for prices. 


Manufactured by 


E. C. STEARNS & CO., INC., Syracuse, N. Y. 


Makers of good hardware since 1864 
Lawn Mowers, Saw Vises, Clamps, Lock Fast Gates, Floor Scrapers, etc. 
Sales Representatives: 

W. KR. Voorhees & Co., 417 Market Street, San Francisco. 
Thomas A. Troy, 150-152 Chambers Street, New York. 
Deveney & Palmour, 707 Fourth National Bank Building, Atlanta, Ga. 
Canadian Representatives: 

George J. B. Ramsden, St. Thomas, Ontario. 


TITTTTTTTT TTT TTT TTI ETT ITT 


A “Wrench Store” in 
Condensed Form 


$25°* 


You'll be surprised at 
the volume of wrench 
business this attractive 
little 7 cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fatty planned to meet the 
meeds of the garage, ga- 
rage mechanic, car owner, 
mil, factory, etc. 
Contains all the most 
ular forms of wrenches 
cluding Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL ssteel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 
All-steel Cabinet in handsome dark blue and orange, 17 x 
23% x 10 in., with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 
Write for Walden-Worcester Wrench Catalog 27. 


STEVENS WALDEN- WoncestEs, 
Mfrs. Walden-Worcester Wrenches a Tools. 
Worcester, eA 


Gr VENS- WALDEN: -WoRCE STER ] 








BESS S—0ng 


We Give an Absolute Two-Year Guarantee 
Covering This Check 
Illustration shows CHECK with HOLDER ARM; can be sup- 
plied with REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 
Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 














Bigger and Better Holiday Sales 
and Profits 


HELLER 


Business Building Store Fixtures 


There is still time to install new display tables or wall cabinets 
before your holiday rush. They will make many extra sales 
and save time and expense of extra floor salesmen,—in fact, dis- 
play tables often pay for themselves in one holiday season. 


Mail this today 
W. C. Heller & Co. 20°22". Sate 500, New York City 


| Tables for Holiday Goods New Type Saw Rack 
New Design Cutlery Case Display Door Cabinets 
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Cratisman Fools 


There are many people such as farmers and householders 
who do not require high-priced mechanics’ tools, because 
of the nature of their work. 


For such our line of hammers, hatchets, axes, pliers and 
kindred tools answer their need, cost but little, and save 
them money. 


Send for Catalog. 


Craftsman Tool Company 
Champaign, Illinois 


This Handsome Metal Display Cabinet | 
Free with Every Premax Order 


for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP 


Dept. HA-6 
Niagara Falls, New York 














PREPARE FOR THE 
Winter Demand of Gasoline 
Torches and Furnaces 


Stock the “ALWAYS RELIABLE” for 
increased sales and profits. It has a 
good, long-standing reputation and is 
fully guaranieed as to quality and 





merits, 

Most jobbers stock. Others will gladly 
order for you. 

Stocks in Newark, N. J., New York City, Chi- 
cago, and San Francisco. 


OTTO BERNZ CO. INC. 


Newark, N. J. 
Established 1876. 
Offices in Newark, N. J., New York City, Chicago, 
Covered by patents Fort Worth, Denver, Helena, Mont., San Francisco, 
No. 79 Qt. No. 80 Pt. Los Angeles, Seattle and St. Thomas, Ont. 




















HARDWARE 


WHITCO HARDWARE 


for Casements and Transoms 


In Solid Brass . . . per set $1.75 
In Rustproofed Steel. ‘“ “ $1.40 


V 





AVYIA.PAH 
AN 


89 Federal St. 
Boston 




















This catalog 
brings your store 
to your customer’s bench 


F you haven’t received a copy, 
write for it now. 
See our current advertising in 
Popular Science Monthly, Popular 
Mechanics, Carpenter, American 
Machinist, Machinery, Automobile 
Trade Journal, and Motor Service. 
GOODELL-PRATT CO., GREENFIELD, MASS. 
No finer tools are 


nate Git ew eohoths 
avers: GOODELL PRATT 


mame of 
Goodell-Pratt 1500 GOOD TOOLS 
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The imposing nation-wide list of jobbers handling A-P 
lines is staunch proof of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door pe omy Overhead Car- 
riers, Fire Door Hardware, Rolling Ladders, Spring Hinges. 


Keep an A-P catalog handy. It will help close 


money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 











Lakewood sorsrine-rnoor Weatherstrip 


No 
Other 
Like It 


The pressure of a door or window against the air 
sealing space cushions the tubing, makes an air-tight 
seal, and keeps out the cold. 

This strip is made of specially prepared weather- 
resisting rubber that won't freeze, harden or crack. 

Easily applied. Low priced. Packed in cartons of 
100 ft. and on reels of 500 ft. Sold at any length, 
cut from reels, at 7c. per foot. 


IBLE RUBBER TURIN 


TACKING FLAP 


Send for Samples and Prices. 


The Lakewood Rubber Products Co. 


6927 Carnegie Ave. Cleveland, Ohio 
———— 
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ISCRIMINATING 


customers and ex- 





perienced dealers know that 
Morrill Products are the 
best that can be made in 











design, quality of material 





and excellence of work- 






manship. 





That s why a customer is 





always safe in buying a 
Morrill Product, and a 


dealer safe in selling it. 






Look up these goods in your Hardware 





Age Catalog and order from your 
Wholesaler: 








CHAS. MORRILL, Inc. 


102 LaFayette St., New York 


Don’t Buy Tacks Blindly 


We endeavor to maintain a uni- 
form standard of quality in every 
package of Baur Tacks. 


This same quality which custom- 
ers always /ook for in Baur Tacks 
and find, is the reason for their 
sure repeat sales. 


Samples for the asking. 


BAUR TACK CO. 


1419 Standard Ave., Indianapolis, Ind. 
Our complete line also includes Wire Tacks, Staples 


of every description, Double Pointed Tacks, Basket, 
Clout and Trunk Nails 


Write for Samples and Prices 




























EF FICIENT and reliable 
\ for plain or corrugated 
E pipe. Ask for sample and 






"| hooks and hangers illus- 





L. D. BERGER CO. 


59 N. 2nd St. 
PHILADELPHIA, 





PA. 





CONDUCTOR HOOKS | |FOSTER@} 





BOLTS “> NUTS 
\CAPSCREWS 


in Big Business 





Personal Service « 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND ‘ CHICAGO 
Union Ave. and E. 72nd St 6249 to 6265 West om st. 
Telephene Broadway 840 Telephene Hemleck 











This Metal Cabinet Sells 


More Domes of Silence 


It catches the eye and customers buy. 
Every home needs Domes of 'Silence. 
Back of cabinet contains one gross sets 
of six assorted sizes in packages of one 
doz. and 2% 
doz. each. This 
convenience en- 
ables clerks to 
procure the 
right Domes 
instantly and 
make sales f 
quickly. When AS 
sold, order re- 
fills. Liberal 
profit. Write 


DOMES of SILENCE, Inc. 


21 PEARL STREET NEW YORK CITY 
































Instantly popu- 
lar—the fastest, 
universally use- 
ful wrench for 
the motorist. 
Keystone qual- 
Ne. 555 Keystone See-Kit ity. List price 
$2.00. 


OF; 





Keystone 
Mfg. Co., 


Buffalo, N. Y. 


Sales Agent 
% Surpless, 
Dunp & Co., 
* New York, 
f-) Chicago 






























| 
| 
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| 


IRIE 
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Classified Opportunities 





Classified Advertising Rates 








eee eee eeeee 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 
$5.00 50% off rates quoted 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 





Each additional line........... 80 
Average 10 words to a line 


Allow One Line for Keyed Address 








Ihe 


Opportunity Exchange Section We. sotsedanoe 
Set Solid, Minimum of 5 lines..... $3.00 Zech additional tach 
Each additional line........... 60 
All Capitals, Minimum of 5 lines.. 4.00 


Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
off 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 


tunities, 239 West 39th St., New 
York City 


Hargpware AGp is published each Thursday 
Forms close Nine Days previous to date of 
ublication 














BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





FOR SALE—Hardware Stock in County Seat town in eastern Nebraska, 
right in heart of corn helt. Very best of farm lands surrounding. Sales 
last year exceeded $60,000. A rare opportunity for someone. No trades 
Sensideres “— your reply to Box H-741, care of Harpware AcE, 

ew Yor 





Store for Rent—Excellent opportunity for Hardware Store in Port 
ervis, N. Y., a city of 14,000. Store occupied for 53 years “A 
ding merchant. n principal business street adjoining thenter. 
ee hardware stores within four blocks. Address DR. G. O. POBE, 
Port Jervis, N. Y. 





For Sale—Old established and successful hardware business in Southern 
Idaho. Stock will inventory about $17,500. Can be materially reduced. 
Or might sell interest to party competent to take management. Future 
poner? —~ promising. Address Box H-720, care of Harpware Acz, 

Yor 





SALES EXECUTIVE 


A consistent sales producer, now employed as District 
Manager for a large manufacturer, desires a larger op- 
portunity to develop the sales of a well-established con- 
cern which can be benefited by his years of intimate 
contact with the leading hardware jobbers and depart- 
ment store buyers and executives in the East. Avail- 
able on January 1. His experience will be of value to 
an aggressive company requiring a seasoned, well-bal- 
anced sales executive. Address Box H-745, c/o HARD- 
WARE AGE, New York, N. Y. 











German Tools and Hardware—Reliable German Firm, specializing Tools 

and Hardware of first class quality, desires business connections with 

A. Importers. Lowest prices, highest quality, og AL eed 
assured. Address Box H-719, care of Harpware Acz, New York 





For ene paints and plumbing business fitted with Warren 
fixtures, established 25 years on main business thoroughfare in Brooklyn, 
z ‘. - ceed sia, 000. Address Box H-718, care of HAarpware AGE, 

ew Yor! 


HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THD WEEKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 





te 


Remington Building 
113 W. 42nd Street Bryant 7374-5-6 











HELP WANTED 








Wanted — Experienced Hardware Men 
Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
oators, Stock Clerks, Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 

ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7374-5-6 








J 


SALESMAN WITH SUCCESSFUL RECORD AND ACQUAINT- 
ANCE AMONG eg B pg yy: AND DEALERS IN MICH- 
IGAN, INDIANA, OHIO D CHICAGO, DESIRES PERMANENT 
CONNECTION WITH A RELIABLE MANUFACTURER. AGE 33. 
— ADDRESS BOX H-747, CARE OF Harpware Ace, NEW 





MANAGER AND BUYER WITH 20 YEARS’ experience in Hardware 
and Tools, desires to make new connection. Present employer discontinu- 
ing business. Have for the past five years had full charge of buying and 
managing. 39 years of age, married, with family. furnish ?. 7 
references. Address Box H-729, care of Harpware Acg, New York, N. 





Manufacturers contemplating opening warehouse or distributing connec- 
tion either in fast growing cities of Atlanta or ville can secure a 
of long hardware experience and executive ability to manage 





cs 


Leck a A Concern requires experienced salesman. Head- 
quarters, N. Regular ~~ through adjacent territory averaging 
one-half of the year necessary. tate age, experience, references, salary 
desired, etc. Address Box H-736 care of Harpware Ace, New York City. 








WANTED—EXPERIENCED HARDWARE SALESMAN to cover 
Metropolitan district to sell the jobbing and retail hardware trade. Must 
be well recomm State 2 and salary. Address Box H-733, 
Care of Harpware Ace, New York, N. Y. 





EXPERIENCED HARDWARE MAN with retail trade following 
for Westside New York City and upstate—Highest quality guaranteed 
too's. Excellent side line. Address Box H-740, care of Harpware AcE, 


New York, 





POSITIONS WANTED 





CUTLERY—Middle aged man with extensive experience desires place- 
ment with Cutlery house, factory or inside wholesale prefered, or as 
manager for Cutlery Store or department. Good all-round knowledge 
Table, Kitchen and Butcher, Pocket knives, Shears, Scissors, Razors, etc. 
alg ge a Address Box H-738, care of Harpware Ace, New 


Y 





either for them. Thoroughly familiar with Southern conditions. Address 
Box H-717, care of Harpware AcE, New York. 


EXPERIENCED SPECIALTY SALESMAN—Ten years selling cut- 
lery, arms and ammunition. Desires permanent connection with a reput- 
able firm. Prefer Indianapolis headquarters. Have No. 1 references, as 
well as jobbing and ey “Aagasaies Address Box H-737, care of 
Harpware Ace, New York, 


SALESMAN, AGE 29, SAG See YEARS’ EXPERIENCE 
hardware, tools and mill ——,. ——. position, preferably in Boston 
or New England vicinity xcellent references. Address Box H-731, 
care of Harpware Acs, New York, N. Y. 











SITUATION WANTED—Hardware man experienced general hard- 
ware factory and mill supplies over eight years. 38 years of age. De- 
sires position inside or traveling. Salary or drawing account. a of 
references. Address Box H-739, care of HArpwAre AGE, New York, Y. 


HARDWARE SALESMAN—Experienced, available at once. Acquaint- 
ed with trade in Eastern States. Not adverse to territory or other lines. 
Age 29, married and well educated. A-1 references. Address Box H-742, 
care of HarpwAre Ace, New York, 


EXPERIENCED MILL SUPPLY and Hardware man, 27 years of age. 
single, steady, industrious, active, and capable, desires position with retail 
or wholesale house, New York or New Jersey. Address x H-746, care 
of Harpware Acz, New York. 
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SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED 








Well known Sales Organization desires several lines of 
fe Manufacture to present to wholesale and retail 
ardware trade, mill supply houses and implement 
dealers throughout New York State. Wide intimate 
acquaintance covering 15 years of close contact with 
the buyers. Best of references furnished. Address all 
correspondence to W. McQUIVEY, 653 East Utica 
Street, Buffalo, N. Y. 








SALESMAN with 8 years’ intimate acquaintance with buyers of leading 
Hardware Jobbers and Retailers located in New York, New Jersey, Penn- 
sylvania, Massachusetts, Connecticut and Rhode Island desires lines of 
Builders’ Hardware and specialties to represent. Age 34. Married. 
Address Box H-724, care of Harpware AcE, New York. 





SALES REPRESENTATIVES WANTED 











MANUFACTURERS’ SELLING AGENTS—Ten salesmen covering 
Western Missouri, Kansas and Oklahoma, calling on Hardware, Furniture 
and Implement Dealers. To complete our lines we need; Oil stoves and 
hedters, lawn mowers, wood cabinet Ta Straight commission, 
Correspondence solicited. Edwin Downs & CTo., 1225 West 11th Street, 
Kansas City, Mo., Station “A”. 





Wanted to Represent Builders’ Hardware Manufacturer for Northern 
New Jersey. Have thorough knowledge of Builders’ Hardware Business, 
with following of Architects, Builders and Owners. Do my own figuring 
from plans and specifications for any type and ie buildings. Address 
Box H-711, care of Harpware Ace, New York, N. Y. 





ADDITIONAL LINES wanted for Cincinnati, Ohio, Covington and 
Newport, Ky. Will act as agent or broker, Have had several years’ road 


experience calling on Hardware Variety Furniture stores. And lumber 
Address 





SALES REPRESENTATIVES WANTED 


MANUFACTURER of new nationally advertised, builders hardware 
and house furnishing specialty wants experienced salesmen to cover 
hardware retailers in Illinois, Indiana, Michigan, Wisconsin, Iowa, 
West Virginia, Dakotas, and Montana. Commission basis. Exclusive 
territory, Wonderful seller. Advise lines now handled, experience 
= full ——— Address Box H-744, c/o Hardware Age, New 
ork, N 

















SALESMEN WANTED—Experienced specialty salesmen wanted to 
cover the states of Ohio and Indiana with a popular selling line that is 
already established. Can be carried with other lines that are sold to Hard- 
ware Stores, Department Stores, and Lumber Yards. Address the Saco 
Mercantile Co., Milan, Michigan. 














yards. We are also calling on contractors and home builders. ° 
MANUFACTURER of fast selling proved specialty wants representa- 
514 Greenwood Building, Cincinnati, Ohio. tion in Eastern territory to reach jobbers of hardware and paints. Address 
Box H-743, care of HArpwAre AGE, New York, N. Y. 
Let US Help You Word Your “Want.” COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
) | repr Address Box H-638, care of Harpware Ac, New York. 











FORSTNER BITS 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 

arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 

















Looking for a Hardware Store? 


The place to find one is in the “Classified 


Opportunities Section’’ of this paper. 

By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, Tet the trade 
know the kind of a store you are looking for. 





Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 5 jobbers who sell them. 


Consolidated Electric 


Confidence in 


Lamp Co. Good Profit. 
Persie tigersd Masa. n Name and design trade marks registered U. 8S. Pat. Off. 
ens Incandescent Lamp Bay ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











Robertson “Horseshoe ese! Hammers 


Permanent magnet which holds " 
¥ 303 y 


the tack in position for _driv- i 
(the highest offered) at the Panama- Pacific Exposition. 





ing. Awarded the Silver Medal 





screw “TF, NOX” DRIVERS 
| 


weit 


“The Tools in Lhe Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS - GAND SAWS =~ SCREW ORIVERS - GLASS CUTTERS 








Plain or enameled 


STRATTON "**.2:.i38 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a 


convenience and net as @ part of the advertising contract. 
No allowances will be made fer errors or failure to insert. 


Every care will be taken to index correctly. 





A 
ee ee 
Ajax Electric Specialty Co..... 
| LS eee ae ee 
Alexander Hamilton Institute. . 
Allen Manufacturing Co....... 
Allen Manufacturing Co....... 
Atith-Prewty> Coe: 6.3 cecs5 ks 
man Te Gs ss oc ces sans 
Altorfer Bros. Co............. 
Aluminum Cooking Utensil Co. 
Aluminum Goods Manufactur- 

tere oka ati kind 
Aluminum Products Co........ 


Aluminum Wares Association. . 


American Chain Co............ 
American Flyer Mfg. Co....... 
American Fork & Hoe Co...... 
American Gas Machine Co..... 
American Handle Co.......... 
American National Co......... 
American Radiator Co......... 
American Ring Co............ 
American Saw & Mfg. Co...... 
American Screw Co........... 
American Shearer Mfg. Co..... 
American Sheet & Tin Plate Co. 
American Steel & Wire Co..... 
American Stove Co............ 


American Telephone & Telegraph 
Th. Vantin satwoasiwn 43450 0k 


American Wire Fabrics Corp... 
Ames Shovel & Tool Co....... 
Anchor Post Fence Co........ 
Anti-Borax Compound Co...... 
ee > ee 
Apex Stamping Co............ 
ee eee oe ees 
Armstrong Bros. Tool Co...... 
Armstrong Mfg. Co........... 
Armstrong Mfg. Co........... 
Arrow Electric Co............ 
anee Ss Ces Ei @. oss oc. 
as TE GD. os ok os nk cae 


B 
Babcock Co., The W. W...... 
Backus, Jr., & Sons, A....... 
Banks Steel Post Co.......... 
ae > er 
PORE Liss wane kd ade cane wa 
ee ES cc ccvesesace 
eR Ere 
ay ee ee 
ge ee ae 
Berry Brothers, Inc........... 
Berry Lawn Edger Co........ 
Bethlehem Steel Co............ 
Better Homes & Gardens...... 
en Bae OR cacikscbsscesss 
Bissell Carpet Sweeper Co..... 


76 


88 





oe 6 eee ee 
Blaisdell Pencil Co............ 
Bommer Spring Hinge Co..... 
ee St a 
Se Se ae 
Boston Varnish Co............ 
Bowen Products Co........... 
Deace Mes. e., 4.1 8.4.6...5. 
Beaieasd Bils, -Coisis ac60<sv00 
Bridgeport Screw Co.......... 
Bright Star Battery Co........ 
ee OE ors 
Brown Fence & Mfg. Co., H. L. 
Brown & Sharpe Mfg. Co...... 
IEE BO Pc se aveu sees es 
Buckeye Alum. Co............ 
Buffalo Wire Works Co., Inc... 
Bullock & Isbister............ 
Burgess Battery Co........... 
ee Seer TOs 8 nc ceicssu eves 
Burnley Battery & Mfg. Co.... 


ee 
eo 
og: Serre errr 
ok Ee 
Casement Hardware Co....... 
CAE ee B08 s 0.02900 -00.00 
Challenge Refrigerator Co...... 
Oe ae ee 
Chamberlain-Haber Chemical Co. 
Cheney Baek, Book 8. cens 
Chevrolet Motor Co........... 
Chicago Roller Skate Co....... 
Chicago Solder Co......0sc00- 
Chicago Spring Hinge Co..... 
Churchill Mfg. Co............ 
Clayton & Lambert Mfg. Co... 
Clemson Bros., Inc........+.0 
Cleveland Stone Co., The...... 
Cleveland Twist Drill Co...... 
Cleveland Wire Spring Co..... 
Coates Clipper & Mfg. Co...... 
oe ks reer 
Coldwell Lawn Mower Co..... 
Columbian Rope Co............ 
Columbia Tire & Rubber Co... 
Comstock-Bolton Co. .......... 
Congoleum-Nairn, Inc. 
Connecticut Valley Mfg. Co.... 
Connors Hoe. & Tool Co....... 
Consolidated Electric Lamp Co. 


Continental Paper & Bag Mills 
Corp. 


Continental Screen Co......... 
Cook Company, H. C.......... 
oe A es eee 
Corbin Cabinet Lock Co....... 
Corbin Screw Corp............ 
eS Re, eee 
ee eee 


86 
85 
86 


22 


81 
86 





Craftemee Teel Oe... ..3 2.582 
Crescaat Zant Go. os 6:60 c0wewes 
Crosman Arms ©O....cccccece 
Cyclone Pence Co......cccecce 


D 
Damascus Steel Products Corp. 
Davis Tool & Engineering Co. 
Day-Fan Electric Co.......... 
Dazey Churn & Mfg. Co...... 
De Laval Separator Co........ 
a ae | See ere Pee 
Detroit Torch & Mfg. Co...... 
Detroit White Lead Works.... 
Devoe & Raynolds Co., Inc.... 
Dexter Co. 
Diamond Calk & Horseshoe Co. 
Diamond Saw & Stamping Co.. 
Diener Mfg. Co, Geo. W...... 
SE SB, Sy Bat o vducessans 
Display Material Co........... 
Disston & Sons, Inc., Henry... 


Dixon Crucible Co., Joseph.... 
Domes of Silence Co., Inc..... 
Donley Mfg. Co., The......... 
Double Action Electric Co..... 
ge a er 
Duluth Show Case Co........ 
DuPont de & Co., 

R. 4: 


Nemours 


pe Se ee eee 
Eagle-Picher Lead Co......... 
Bherkard BMify. Co... cccccecee 
Economy Plumber Co......... 
ES eo) ne ee 
Evansville Tool Works........ 
mrciety Cll, TEs. coneibeess 


F. & N. Lawn Mower Co., The 
Fate-Root-Heath Co. .......... 
Faultless Caster Co........... 
Ferdinand & Co., L. W........ 
Folsom Arms Co., H. & D..... 
Foster Bolt & Nut Co........ 
French Battery Co............ 


G 
peer Oe PF; Bi Pees cs doscees 
Gendron Wheel Co............ 
General Chromium Corp....... 
General Fireproofing Co....... 
General Wheelbarrow Co....... 
Gilbert & Bennett Mfg. Co.... 
Globe Stove & Range Co...... 
Gold Medal Products Co....... 
Cetell- Pratt Co... 6. ceuscess 
Good Housekeeping .......... 
Goodrich Rubber Co., B. F.... 
Graff-Underwood Co. ......... 


94 


94 
12 


89 


84 





Grand Rapids Hardware Co... 
Gray & Dudley Co..........-. 
Cee TE, i cswscccccee 
Green Company, Inc., The..... 
Greene, Tweed & Co.......... 
Greenfield Tap & Die Corp... 
Greenlee Bros. & Co.........++ 
Griffin Mig. Cosccccciesscsccee 
Grigsby-Grunow-Hinds Co..... 
Gaeteweld Bie, Geese ciscascsse 


H 
Hanover Wire Cloth Co....... 
Hart Co.,. John Ma.....ecsccess 
Helier & Co., W. C.....ccsccsse 
Hercules Chemical Co......... 
Hercules Powder Co..........- 
Herschel Mfg. Co., R........- 
Hillerich & Bradsby Co....... 
He eras LR, WH; Deis ccscccse 
Heit. Cosssicvsscserscenyss 
ee Oe See eee ees 
Hoppe, Inc., Frank A......... 
atten Bare, HO. sie set eessc 
Sewts Ga, Be Bhs cv ec cctv 
Hiueafeld Coa. Bi Ts 0.000000 
Hunt & Sons, William........ 
Hunt, Helm, Ferris & Co...... 
Hygrade Lamp Co............ 


I 
Imperial Bit & Snap Co....... 
Independent Lock Co......... 
Indiana Rolling Mill Co....... 
Indiana Steel & Wire Co...... 
Ingersoll Watch Co........... 
International Silver Co........ 
Interstate Electric Co......... 


Eves ame. C6, WE A ac on ves 
Swen Brothers oc cccccscvscesye 


Jackes-Evans Mfg. Co......... 
Jennings Mfg. Co., Russell.... 
Johnson Arms & Cycle Works, 


BOGE 6 vec pebadowoawanbaeeee 


eee WG a nada ees ones bens 
gS Serra tek ewe ey Ey 
Kelly Axe & Tool Co......... 
Keuffel & Esser Co........... 
Keystone Lantern Co.......... 
Keystone Mfg. Co............. 
Keystone Steel & Wire Co..... 
Kimball Bros. Co............. 
Gg Se eee 
Kohler Die & Spec. Co........ 
Keraewter '@ COis.. ececsccces 


74 
94 


74 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES 


NOT APPEAR IN THIS ISSUE 
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THE ADVERTISERS INDEX 1s published as « convenience and 


not 
No allowances will be 


@8 & part of the advertising contract. Every care will be taken te index correctly. 
made for errors or failure te ineert. 





Lakeside Forge Co............ 
Lakewood Rubber Prods. Co... 
Lamson & Goodnow Mfg. Co... 
Lamson & Sessions Co........ 
Landreth Seed Co., D......... 
BMNNE Soba is Wks ce itee senate ee 
Lenzion Leather Goods Co..... 
Libbey-Owens Sheet Glass Co.. 
RE MI ch iain aA owe 4 oo on 
eR, ta 
Lowell Specialty Co........... 
RPE: THE MDG cin sc ev adckeree 
Lupton’s Sons Co., David..... 


M 


McDougall-Butler Co., Inc..... 
McKinney Mfg. Co........... 
Magazine Repeating Razor Co.. 
Malleable Iron Fittings Co..... 
Mansfield Tire & Rubber Co... 
Markwell Mfg.eCo............ 
Marlin Firearms Co........... 
Martin-Senour Co. 
Martin Varnish Co............ 
Bee EO GOs eiesewcs 
Maydole Hammer Co., David... 
Mayes Bros. Tool Mfg. Co.... 
fe SEE A ae 
Meisselbach Mfg. 

A. F. 
Beemoratt Cari. 6k. cece 


Metal Sponge Sales Corp...... 
Metal Ware Corp.......... re 
Millbradt Mfg. Co............ 
meinete. Pals Cain. sss iivene cc 
Milwaukee Tool & Forge Co... 
Modern Grinder Mfg. Co...... 
Moline Pressed Steel Co....... 
Moore Drop Forging Co....... 
macore Pash Pitt: Coz. oscsc ss 
waaetin, . Tne... CUBS. sos ceecs 
Morse Twist Drill & Machine 

Co. 
Mosler Metal Products Corp... 
Meeter Brass Cos. 00003650 
Murphy’s Sons Co., Robert.... 


Murphy Varnish Co........... 
Murray Rubber Co........... 
Myers & Brothers Co., F. E..14, 


N 


National Brass Co............ 
National Carbon Co..........- 
National Lead Co...........+. 
National Mfg. Co............+ 
National Sign Stencil Co....... 
New Haven Clock Co.......... 
New York Cordage Co........ 
New York Wire Cloth Co....... 


88 


78 


63 


61 





Niagara Metal Stamping Corp 


Nicholson File Co...........+- 
H Norcross & Sons, 
Mtg. Cesiveceess 
Northern Rubber Co........... 
Norton Door Closer Co........ 


North Bros. 


ees: See. Ce cer se~ons see 
Oliver Iron & Steel Co....... 
Oneida Community, Ltd....... 
CAS TMOG 665 svensanr’s 
Ceberas SC, CO. Siscisgccce. 
a ee oe ee 
Oster Mig. Co.; Joka: . .iccecs 


Pp 
Pacific Rim Tool Co.......... 
Paine Co. 
Palm Fechteler & Co......... 
Patent Novelty Co... .scoseccs 
Peaslee Gaulbert Co........... 
Peck, Stow & Wilcox Co...... 
Peerless Level & Tool Co...... 
Penberthy Injector Co......... 


Pennsylvania & Atlantic 

board Hdwe. Assn.......... 
Penn. Lawn Mower Works.... 
Perfection Stove Co., Inc..... 
Peters Cartridge Co........... 
PEE: WENN) COs vas bosons ed ne 
Philadelphia Lawn Mower Co.. 
Phillips-Laffitte Co. ........... 
P| Al & ee mest 
Pittsburgh Plate Glass Co..... 
Pittsburgh Steel Co........... 
Plumb, Inc., Fayette R....... 
Popular Science Monthly...... 
Porter: Ine, Fi Bie ccsdsaae 
Pratt & Lambert, Inc......... 
Prentiss Vise: C0i66.064 cvineees 
Pressed Metal Prods. Co....... 
Progressive Mfg. Co.......... 
Propp Co., 
Pyrese Mig: G6. ics cies 


Pyrex Sales Division.......... 


R 
Demsee  BveN GO... . éicwcckuas 
Reed & Prince Mfg. Co........ 


Reese Padlock Co........se0. 
5S, 


Remington Arms Co., Inc... 
Meo Metir C6... i 25k cee boeees 
Reynolds Wire Co............ 
eS ney ere 


Richards-Wilcox Mfg. Co...... 


Rittenhouse Mfg. Co., J. F.... 


minesn Co. Odea. C. .cscsacs 


Robertson, Arthur R......... ‘ 


Robeson-Rochester Co. 


Rock Island Stove Co......... 
Rose & Brothers, Wm........ 


Sea- 


76 


96 





Roth, Inc., 
Ruberoid Co., The............ 
Ruby Chemical Co............ 
PIU CRM hv dose sccecacs 
Russell, Burdsall & Ward Bolt 

MOM Grae deseaec ced peice 


S 


Sacks, GNIS Lae cies 
Samson Cordage Works....... 


Inc., 


Samson Cutlery Co........... 
Sand’s Level & Tool Co....... 
Sanitary Receiver Co......... 
PG ig JRE n ae heceneces 
Se EO sain iisisdoccncine 
Saves Armee Cari... oii... 
Save the Surface Campaign.... 
SEE TEMG. dss occa vices 
Schollhorn Co., 
Schrade Cutlery Co........... 
Schrader’s Sons Co., A....... 
Segal Lock & Hardware Co.... —- 
Seymour Prods. Co........... 
Shapleigh Hardware Co........ oo 
Shelby Spring Hinge Co...... 
Sherman Mfg. Co., H. B...... _ 
Sherwin-Williams Co. 
Sidney Archery Co........... 
Sidway-Topliff Co. 
gan | gk Ss, ra 
Simonds Saw & Steel Co...... 
Simplex , eer 
Ram ROe, De Buses cccass 
Smith, Inc., Landon P........ 
Smith & Sons, Inc., Seymour. . 
NON BRUNOOs oo iicetbcdisace 
Solidhed Co. 
Space Saver Dish Co.....:%.. 


SPOTOD WIE CO eee ccc cue. 
Special NGS isa aeare 
Standard Electric Stove Co.... 
Standard Oil Co. of N. J...... 
WORE Teel COs is sis ccc ces 
Stanley Works 
Star Brush Mfg. Co.......... 
Rg) 3. Nak: Sa. a eee 
SUE igs ee Cah nc coneces 
Sterling Wheelbarrow Co...... 


Chemicals 


Stevens Walden-Worcester, Inc. 87 
Stratton & Terstegge Co...... 
Sa BER aa inicio cscs 91 
Studebaker Corp. of America. .20-21 


| 


Superior Laboratories, 


Superior Ladder Co.......... 


FT 


Tac-Ezy Metal Weatherstrip Co. 
Tene SiG Oi 6 ivick cc cciies 
Be ARS oo ae 
Timken Roller Bearing Co..... 


23 











Toledo Metal Wheel Co....... 
Toledo Wheelbarrow Co......-- 
Trimont Mfg. 
Trow & Holden Co.........- 
Tubular Rivet & Stud Co..... 
Tucker Duck & Rubber Co.... 
Turner & Seymour Mfg. Co... 
Turner Brass Works.........+- 


Turner Bros. 


Underhill Bros. ........+seee. 


SC er 


Products Co.....- 


Union Hardware 


Union Steel 


United Hardware & Tool Corp. 


United Publishers Corporation 10- 


United Royalties Corp......... 
U. S. Chain & Forging Co..... 
U. S. Glove 


Universal Industrial Corp..... 


Utah Radio Products Co....... 


Valentine & 
Vaughan & Bushnell Mfg. Co. 
Vaughan Novelty Mfg. Co..... 
List 
Vetter, William L............ 
Vollrath Co. 


Voos Company, 


Verilied Liat 2 cc sccivesccsccs 


Wall Mfg. Supply Co., P...... 
Walworth Co. 
Warren Mfg. Co., 


Washburn Co., 
Watson Mfg. Co., L. S........ 
Western Cartridge Co......... 


Western Importing Co........ 


Wheeler Radiator & Mfg. Co... 
Wheeling Steel Corp.......... 
ee CO EE, Civ kc ces wceens 
White Co., L. 


White Mfg. Co., Julian M.... 


Whiting-Adams Co. 
Whitney Co., 


Wickwire Brothers 


ere 
Wickwire Spencer Steel Co.... 


Williams & Co., J. H......... 


Winslow Skate Mfg. Co., Samuel 


Wisse-8 Sate Ca, Jes ccvdives 
Witt COmeiee Cesk i cs.0See ec ies 
Wolverine Supply & Mfg. Co.. 


Wooster Brush Co............ 


Worthington Co., George...... 


Wright Steel & Wire Co., G. F. 


Yale & Towne Mfg. Co....... 


Z 


Zenith Radio Corp............ 


Zouri Drawn Metals Co....... 
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HARDWARE AGE for 


NovEM 


BER 17, 1927 





BETHLEHEM 





Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence Posts to 
standard or special analysis. 





BETHLEHEM STEEL COMPANY 
General Officess BETHLEHEM, PA. 








WinDor 
CASEMENT HARDWARE 


For all wood and steel casements 


Geared Operators Direct-Acting Operators 
Combination “ Bolt-Fasts’”’ 
Casement Stays Screen Hardware 


Send for complete data on types, finishes and prices 


The Casement Hardware Co. 
406-A North Wood Street . Chicago 


) 


CASEMENT HARDWARE HEADQUARTERS | 























Tools. 


finest 
We 











ee) 








DIAMOND 
WRENCHES 


are Drop Forged Steel 
Scientifically hardened 
and drawn in _ oil. 
Jaws like a cold chisel. 
For heavy constant 
garage and shop use. 
The most complete 
line of adjustable 
wrenches made. 


DROP FORGED 
STEEL CLEVISES 


Sizes 3% and 4%. For Wag- 
ons, Implements, Tractors or 
Trailers. Drop forged from 
special analysis steel and 
heat treated to insure great 
strength and long wear. 
Write for catalog. 
4622 Grand Ave., 


Diamond Calk Horseshoe Co. pin. Mies, 





Drop Forged 











SAMSON CORDAGE WORKS 


BOSTON, MASS. 


NY.) 5 On LO) 388) 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, et 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 





A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


The above tools will please your customers, as well as eur 
famous Round and Oval Punches. 
em! 


facturing 


Osborne High Grade Punches 


Revolving Punches 


Belt Punches 
Spring Punches 


ber we have had one hundred years of successful manu- 
experience, employ only skilled workmen and use the 
quality of materials. 
stand back of every tool we make. Try us. 
Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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Cut, and also the Nut Splitter, making a 3 in 1 
can also obtain Carolus Cutters in Style A, Straight Cut; also 


Made in SIX SIZES and THREE STYLES. Why not Buy 
the Best Time-Saving Tools? 


CAROLUS MFG. CO. 


Style N 


CAROLUS CUTTERS 


The Style N is the regular Bolt Cutter with the added End 
i Tool. You 


yle B, Straight and End Cut. Steel Plates hold Jaws rigid. 


If your Jobber cannot supply you, write us direct for 
terature and Prices. 


Sterling, IIl. 
Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 
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Satisfied 
Customers 


Profitable 
Sales 


Gg Russell Jennings Mfg.Co, 





hester, Conn. 21-132 


400 N. Monticello Ave., Chicago, Ill. 















HARDWARE AGE for NOVEMBER 17, 1927 




















| LET THOSE WHO FOLLOW ME 
| CONTINUE TO BUILD WITH | 
| THE PLUMB OF HONOR, 
| “THE LEVEL OF TRUTH 
AND THE SQUARE OF 
INTEGRITY, EDUCATION, | 
| COURTESY AND MUTUALITY. | 


(SIGNED) JOHN WANAMAKER | | 
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These ate the tools 
that build success” 


Great merchants, like John Wanamaker, always build on a solid 
foundation. They realize that TRUTH is the cornerstone of a suc- 
cessful business. 



















In 1895 Sand’s Jaid their cornerstone, the beginning of the greatest 
level business in the world. 


During each of the succeeding thirty-two years, every mechanic who 
has used Sand’s Levels has vouched for their factory built in 
accuracy. 






This accuracy in Sand’s Levels is not a matter of guesswork, it is 
built-in-at-the-factory and permanently sealed for ALL TIME. 


Are you building business with the right tools? 


Your Jobber will supply you. 


Sand’s Level and Tool Co. 
8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 


Sands Levels, Plumbs & Toals 


Sands Levels Tell the Truth. 





















Carpen- 

ters Knife. 

Large heavy 

spear blade, 
sheep-foot blade 

for scribing and 
coping, pen blade. 
Stag handle. Nickel 
Silver bolsters and 
shield. Brass lining. 
Length,closed3% inches. 


REMINGTON PRODUCTS FOR 


CHRISTMAS GIFTS ya 


Scoutsof America”’ 


NTOthousandsof homes throughout the country, Remington 
] products will bring Christmas good cheer and good wishes. 

~ Stock up now to be sure you get your share of this business. 
Remington national advertising and reputation for high quality 
will help your sales, if you display Remington products as 
Christmas gift suggestions. ; 


In your stock you need such items as the Remington Outdoor oii 
Knives, Remington Sheath Knives, the Remington “Official Length, 


closed, 2% 


Knife—Boy Scouts of America,” Remington Pocket Knives, inches. 
Remington rifles, shotguns and ammunition. Remember, too, 
that ONLY Remington makes KLEANBORE, the Miracle Car- 
tridge that prevents rust in .22 rifle and pistol barrels. 
Remington 


Let your jobber know your needs. Outdoor 
Knives with 


Sheaths (No. RH 

REMINGTON ARMS COMPANY, Inc. asic) Be 
" ifully finished. anc 

Established 1816 q perfectly balanced. Va- 


tious stylesand lengths. 


Dept. qi 1 17-HA) » 25 Broadway New York City ye Blades are extra heavy 
j gauge with knurled backs; 

y, correctly shaped for practi- 

calservice in camp. Full-length 


© o handles fit the hand and assure 

a firm grip. Sheathsofextra heavy 

leather, stitched and riveted, with 

© 1927.R.A.C lock-tite clasps. No. RH 134 has 5- 


inch Stainless Steel blade, blood rust- 
less, and sellsat aslightly higher price. 











RIFLES AMMUNITION SHOTGUNS GAME LOADS CUTLERY CASH REGISTERS SERVICE MACHINES 














